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The Man Behind the 
Counter found all 
kinds of weather in 
San Francisco. But 
he only found one 
kind of Pep and one 


Coming Next Week 


Yes, vacation time is here. It’s also profit 
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Price cutters get an- 
other wallop from 
the Federal Trade 
Commission. Looks 
as though the honest 
merchant who knows 


kind of Hospitality. time for the hardware man who cashes his costs and sells at 
It is 100 per cent in on the vacations of others especially a profit might soon 
pure gold pep, and competitors. Don’t miss ‘“‘A Hardware be protected from 
ditto, hospitality. Vacation,”’ by L. S. Soule, in next week’s the pirates. Page 71, 
Page 62, this issue. issue. this issue. 
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VALUE 


Value, real value, is 
what every man seeks 
who builds a garage. 


Here’s the Garage Door 
Set that gives it—the 
New National No. 805. 








It does away with the necessity for using structural iron work on the 
outside. It improves the appearance of the garage instead of 


marring it. 


It allows the doors to swing just as freely and easily as the doors of 


a well-built house. And what’s more, the 


New NATIONAL 
Sliding and Swinging Garage Door Set 


always swings the doors into the jamb against the stops, the same as 


modern doors are swung in modern residences. 


Properly hung, no wind, no rain, no snow can get in or interfere with its 


perfect opening and closing. It has many other features. 


And it’s sold at such a reasonable price that its greater value is sure to 


make many sales. 


Buy direct. 























Set No. 805 includes: No. 
29 Latch; 1 only Swivel Hang- 
er; 6-ft. Braced Rail; 412 pair 
4x4 in. Jap. No. 505 T. P. 
Butts; 1 only No. 820 Chain 
Bolt; 1 only No. 830 Foot Bolt; 
1 only No. 5 Pull; 1 only 4), 
in. No. 30 Safety Hasp. All 
bolts and screws needed. 


Set No. 806 same as above, 
except that our No. 27 Latch is 
used instead of No. 29. Both 


sets finished in Japan. 


National Mfg. Co. 


Sterling, Ill. 
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Horse Power in Hardware Advertising 
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N theological circles for a good many years back 

there has been more or less of a tendency to 

look with suspicion on a man who expounded 
theories not in accord with the hard and fast sched- 
ules. He was “unorthodox.” 

I admit that I am a little shaky about being suffi- 
ciently “orthodox” in my advertising theology. 
However, as the real earning power of the usual 
local advertisement is so obscure and clouded in 
a fog of hope and blind faith, it may not be amiss 
for us to look at the subject once from a little differ- 
ent angle. 

We have always been taught that local newspaper 
advertising paid large returns. It is not always 
specified that in some cases the returns are mostly 
collected by the printer. 

We have seen and read discussions on the per- 
centage of gross volume that should be devoted to 
advertising, but I never read any theory as to the 
percentage of profit that the advertisement should 
return on its investment. That is the very thing 
that interests us most of all. 

We have been taught that in order to make our 
ads effective we should recognize certain funda- 
mental principles which are of great psychological 
importance. Some of these are included under the 
heads of “Attractive Display,” “Borders,” “Sizes 
of Type,” “Concentration on only one Article,” 
“Mouth-Watering Descriptions,” “Creation of Buy- 
ing Desire,” “Salesmanship,” ete. 


Real Fundamentals in Advertising 


“TRESE are all important adjuncts, but I would 
much rather accept them as a bunch of first- 
class incidentals than as fundamentals. To me the 
fundamentals of good local advertising are Vision, 
Initiative, Nerve and Horse Sense. 

Every one seems to carry the idea that the main 
object in advertising should be to sell goods. 
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Well, I can’t agree. 

That is the most important secondary use for an 
ad. But the real aim, it seems to me, and the thing 
we should have always in mind, is to get solid with 
the customer. 

Let us see what the difference is. There is a 
world of difference between just selling goods and 
the creation of confidence, trust, satisfaction and 
personal friendship. When you have become “solid” 
with your customer as a result of your personality, 
your service, your ability, your square dealing, your 
public spirit, and the exercise of a few other of 
the attributes of a real merchant, you don’t need 
to worry very much about that fellow’s business. 

We all spend money for equipment that will take 
care of certain things “automatically.” To my 
mind, getting solid with a customer is, in a sense, 
a condition that creates automatic selling, and 
that is something so well worth while that we can 
afford to spend some time thinking about it. 

Let us illustrate. 


Two Washing Machine Sales 


OU write an ad on your favorite washing ma- 

chine. It’s your favorite because it is a good 
one. You take it all to pieces in your ad and you 
point out its good features in a scientific manner. 
Lack of friction on account of such and such con- 
struction makes it easy running. Such and such 
construction prevents tearing of delicate fabrics, 
and so on. 

John Jones wants a new washer. He reads your 
ad, your salesmanship convinces him, and although 
he was on the point of buying a washing machine 
from your competitor down the street, or from a 
mail-order house, you sold him your washer. © 

Jim Brown also wants a washer. For some rea- 
son, Jim never saw your ad at all, but he is a 
warm personal friend of yours. You have his 
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confidence. He has done his business with you for 
years, has found that he could get what he wanted 
when he wanted it; that while you never talked 
guarantee like some of the dealers do, you never 
failed to make good. In other words, Jim has 
learned that you are strictly square, that your prices 
are satisfactory, so Jim just buys a washing ma- 
chine of you from habit. Jim didn’t even look at 
your competitor’s machine, and he is only casually 
interested in the mail-order house. 

Let me ask you, which is the best sale—the one 
that you sold to John Jones or the one that Jim 
Brown bought? 

Now, here’s another thing. 


Versatility Essential 


OME of us fellows who do not live in the largest 

city in America, or even in our county seat, can’t 
get the best profit out of a clerk who does nothing 
but sell goods. He must be versatile. He must 
be a salesman, to be sure, but he must also be a 
good stockkeeper, a good collector. He must be 
able to check in freight and must even be handy 
with a broom. 

Why not have versatile advertising? If the 
ad sells the goods, why not use the ad to collect 
the slow accounts and educate the “slow pays’ 
to just what sort of a predicament they force on us 
by being slow payers? Why not use the ad as 
a side partner for the show window? More than 
anything else, it should talk to the people and create 
confidence and friendship and personality. I do 
not mean that we should never write a scientific 
school washing-machine ad, but I will say this: 

If you are serving a rural community, not more 
than one ad in three should even remotely mention 
merchandise. That doesn’t sound orthodox, does 
it? Well, if you will pardon the statement, I will 
say that we have some mighty interesting figures 
in our office with which to prove that statement, 
and they cover a period of twenty years at that. 

Now let’s get down to brass tacks. 

Let us make a few definite statements and see if 
they will prove up. 

Five Statements 


FrRstT, an ad that never gets read, no matter 
how scientific, is a dead loss to everybody but 
the printer. 

Second, no customer will continuously read your 
ads year after year if they deal exclusively with 
merchandise. 

Third, an ad in order to get itself read must 
be worth reading, and must be as interesting as 
the other reading matter with which it has to com- 
pete. ‘ 

Fourth, a mighty poorly constructed ad which 
gets read puts it all over the most scientific ad 
which is not read. 

Fifth, an ad whose earning capacity is invisible, 


MIGHTY INTERESTIN MOU CHIRPED 


| OL’ Hoss’ 
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and has to be taken on trust, is a mighty doubtful 
producer. 

I want it distinctly understood that I am not 
belittling the scientific features of retail advertis- 
ing. I fully appreciate their value. I am simply 
trying to mix a little horse sense in with the sci- 
ence. 

Now listen. 

There is no use of our trying to build a house or 
repair an automobile or write an ad without we 
first have a pretty concise idea of just what we 
are trying to do. 

We must first have Vision. 


Competitors of Your Ad 


- the first place, we must see the people to whom 

we are addressing ourselves in the ad. And we 
must see all the huge volume of interesting worth- 
while reading matter that is scattered over our 
customers’ reading table—daily papers, magazines, 
farm papers, books, yes, and mail-order catalogs, 
against which our ad must compete in order to get 
itself read. 

If you stood on a rostrum, with five hundred or 
five thousand customers seated before you, you 
would strive, in addressing them, to make your 
talk keen and powerful, would you not? You 
wouldn’t just tell them that you sold hardware 
and implements at the corner of Main and First, 
would you? You wouldn’t even be satisfied to tell 
them about a washing machine, would you? You 
would strive to give them something worth listen- 
ing to in a way that they wouldn’t forget. You 
would try to inspire confidence. You wouldn’t, per- 
hap’, confine yourself to the pronoun “I” very 
much. You would show your public spirit, and talk 
about ‘“‘we,” the community. You wouldn’t feel 
satisfied to just fill a space on the program. You 
would want to really say something and to accom- 
plish something. 

That is the vision that is necessary to get re- 
sults when you pay your printer a few iron men 
to let you talk to the people on his mailing list. 
That is the vision that is necessary to make your 
ad worth reading and prevent its “wasting its 
fragrance on the desert air.” 


Initiative and Nerve 


ET us take the case of the usual small-town 

hardware ad. The merchant equips himself 
with a good assortment of cuts, borders, and other 
equipment. Assume that he constructs an ad about 
the usual staple mechanics’ tools which each cus- 
tomer should own. He talks the quality, the fea- 
tures and the price. Next issue he takes garden 
tools, and he talks quality, features and price. 
Next time, mixed paint, and he talks quality, fea- 
tures and price. Warmed over potatoes are not so 
bad an article of diet once or twice, but suffering 
bobeats, there comes a time when we can’t look 
a warmed-over potato in the face. 

Now let’s go back to the mechanics’ tools and 
get the vision. Suppose you drove out to Jim 
Brown’s farm, and you found Jim’s industrious 
and intelligent son trying to fix the corn planter— 
without adequate tools. Suppose you saw him go 
to the automobile and rob the tool kit of a cold 
chisel and wrench and a pair of pliers. You would 
be a chump if you didn’t see in a flash that the 
boy with the genius and the desire didn’t have a 
fair show for his ally. 

It wouldn’t be a very hard matter to take friend 
Jim by the suspender and show him what might 
come of a small investment in a decent assortment 
of the staple mechanics’ tools. A little coaxing 
or kidding or cussing or argument, used with tact 
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and horse sense and audacity, would make Jim see 
the point twice out of three times. 


Do It in Your Ad 


D° it in your ad. Plead for the boy instead of 

the tools. Talk plainly. Bear on hard. You 
can say things in an ad and get by with them that 
you might not want to say to Jim face to face. 
People like audacity. Use plenty of it, but keep 
your governor belt in good order all the time and 
you will find people watching your ads “to see 
what you are going to spring next.” 

You know that when you advertise the tools only 
you are interesting only a few people who may be 
thinking of tools. But when you advertise fair 
play for the developing man you are hitting every 
farmer who has a son. And you have the sons 
boosting for you, besides. It may bother dad to 
avoid reading your ad. You can’t just tell where 
that ad quits pulling. Your success will be com- 
mensurate with your ability. It is possible for you 
to sell your personality to Jim and his son. 

And here’s another thing. Don’t start something 
in your ad and then not finish it. Don’t buy your 
advertising space in five-cent packages. I know 
fairly well that ad space costs money, but I haven’t 
forgotten, either, that certain big merchants in 
the county seat and certain mail-order men have 
taken millions of dollars away from our town with 
nothing else but printer’s ink, minus the “face-to- 
face” opportunity, at that. Under such circum- 
stances it really isn’t of much use for us to try 
to do an effective advertising business unless we 
are willing to pay for what we get. The effect 
of increase volume on the net gain item is of too 
much importance for us to be too stingy with the 
printer. 

Yes, We Like It 


] METIATIVE, audacity and sound sense are the 

three things that you like in the editorial col- 
umns of your daily or your trade paper—are they 
not? You like to read something that you haven’t 
already thought of, and you don’t stop your paper 
or get mad every time you read an editorial that 
you can’t agree with, do you? Roosevelt was one 
of our greatest men. He was an asset to the coun- 
try. Why? Because he had judgment, initiative, 
nerve and vision. Well, there you are. 

A little good editorial work mixed into your local 
ads will make them more pleasant to take than 
the usual warmed over, cut and dried kind. And 
they will have ten times the horsepower. 

And don’t forget what you are trying to do. You 
are trying to sell goods, but that is a secondary 
matter. It is not just the sale of a few wrenches 
and cold chisels to Jim Brown that you want, but 
it is Jim and Jim’s boy. Get solid. Sell Jim Brown 
the habit of buying of you. That’s worth while. 

You already have a few such customers. We all 
have. How did you get them? This thing we are 
talking about is no illogical ideal. It may be an 
ideal, but there is not an illogical hair in its 
head. 

It is an ideal for a real man to enjoy grappling 
with. It means service, it requires some capital, 
both in money and character; it permits of no 
trickery and it takes judgment. 

But it is the real ultimate aim of good advertis- 
ing and salesmanship and personality. The abso- 
lute confidence of your people is your greatest asset. 
If you don’t think so, ask your banker. 


Teaching Cost Accounting 


UPPOSE we use an ad or a short series of ads 
to teach our customers Cost Accounting. Now 
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that doesn’t sound much like selling goods, does 
it? Well, let’s think slow and careful. 

What is it that creates one of the greatest ob- 
stacles, not only to your selling goods to Jim Brown, 
but also in getting solid with him? 

It is “suspicion.” Jim sometimes thinks that 
you take too much profit. Something more than 
you are entitled to. 

What is it that raised a barrier between the 
farmer and the merchant fifty years and more ago, 
and maintained it ever since in a state of more or 
less repair? 

Suspicion that we were taking too much profit. 
A misunderstanding regarding the relation between 
gross profit and net profit. 

The farmer is not usually a natural cost ac- 
countant. He is a poor bookkeeper. For these and 
other reasons he has heard and read a good many 
pretty plausible arguments concerning the ‘“mid- 
dlemen.” The front end of the old mail-order 
catalog, the old grange hall, and a good many other 
places, had quite a good deal to say about you 
as a “middleman.” 

Either we were a pretty undesirable character, 
or else some of these accounts were garbled some- 
what. 

What is it that makes a farmer willing to join 
his neighbor in investing in the stock of the new 
“Co-operative Store’? Would he do it if you had 
educated and proved to him in your ad that it 
actually cost from 17 per cent to 22 per cent to 
sell goods? That may not be a very common sub- 
ject to put in an ad, but it might cost you less 
to educate the farmer in a general knowledge of 
costs than to let him learn it by hard experience. 
I figured this all. out several years ago, after a 
“Farmers’ Co-operative Store” had been established 
across the street from our place of business. Later 
it wasn’t very hard work to get solid with the 
stockholders in that store. They had changed their 
viewpoint, due to a 100 per cent assessment at 
the end of the first year. 


Dividends from Friendships 


HEN you get solid with a customer you have 
not only sold him all his hardware for some 
time to come, but you may have established another 
sort of a semi-salesman for your business, to a 
certain extent. If I have a special liking for my 
clothier or my furniture man it seems to be kind 
of natural for me to give him a good word when 
opportunity offers. 
Maybe we can illustrate that in another way. 
Here comes a traveler down the aisle to the 
office to see you. He represents a house you don’t 
know so very well—a pretty good sort of a house, 
as far as you know. Still, you don’t lay awake 


(Continued on page 70) 








What the Camera Saw in the 
“Finest Hardware Store in America’ 














Epitors’ Note.—Where is “the finest hardware store in 
America?” HARDWARE AGE would never dare undertake to an- 
swer that query. Too many different factors enter into the 
making of a good hardware store. Store arrangement, fixtures 
and lighting are each important. But these without salesman- 
ship and the spirit of real service are mockery. And salesman- 
ship, without the goods folks want, ready when they want them, 
makes a store-room of a store. Traveling salesmen and the 
editors of HARDWARE AGE agree, however, that the store of 
Stambaugh-Thompson Co., Youngstown, Ohio, is one of the 
twelve best hardware stores in America. The pictures on this 
and the opposite page show what the HARDWARE AGE camera 
saw in this Ohio store. Study them. Pick the most profitable 
pointers and adapt them to YOUR store. By the way, where 
are the other eleven “best hardware stores in America?” 











Thousands of items are displayed or mentioned on the endless wall panels 





Cutlery and fine housewares shown in cases that glisten salesmanship 
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The sleek skin of a canoe pulls sportsmen to their own department 
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Flat bins, terraced bins, all kinds of bins, help speed up salesmanship 
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A Guest 
at the 
Golden Gate 


By L. S. SOULE 
The Man Behind the Counter 


“The City.” Every one in California calls 

San Francisco “The City.” Even Los An- 
geles unbends enough to give it that title, and, be- 
lieve me, that is some concession on the part of 
California’s Southern Metropolis. Anyhow, | have 
been to “the city,” and feel repaid for the visit. 

San Francisco is a city of climates. It has more 
varieties of weather within its boundaries than the 
whole State of Texas. Down around the St. Francis 
it may be warm and sunny, but you can drift over 
toward Twin Peaks and face a young blizzard minus 
the snow even on the Glorious Fourth of July. In 
the Mission district you may be sweltering in your 
B. V. D.’s while along the Beach leading to the 
Cliff House you feel at least a hundred miles too 
far north for your clothes. Variety is the spice of 
life, and Frisco is a veritable weather spice box. 

I have a lot of real respect for San Francisco. 
It isn’t every modern city that can shake off the 
dust and ashes of fire and get back into its business 
stride in a matter of months. Yet Frisco did it. 
The city was a mass of ruins, the population scat- 
tered, the business district wiped out: Everything 
seemed gone but the courage and conviction of its 
people. The crépe hangers were ready to cail the 
hearse and send for the undertaker, but they reck- 
oned with a mighty lively corpse. San Francisco 
staged a come-back that has never been equalled in 
the history of cities. 

A few short years later she was housing a World’s 
Fair and playing hostess to millions of visitors. 
Her population was back on the job, her business 
district bigger and better than ever, and guides 
were coaxing dollars from tourists on trips through 
her famous Chinatown. San Francisco is still grow- 
ing, still prosperous, still the mistress of the Golden 
Gate. 

Business in Frisco was never better. Labor seems 
fully employed, there is more than a fair amount of 
building in progress, and the general public is buy- 
ing its needs as freely as ever in the history of the 
Coast country. 

There is some misapprehension as to the exact 
location of San Francisco. I met a Scotchman once 
who insisted it was in Africa. “Hoot mon, ’tis on 
the Barbary Coast. I hae it frae well posted sea- 
men,” he argued. There is nothing to it, Scotty. 
It’s on San Francisco Bay, looking straight out of 
the Golden Gate. It may have been on the Barbary 
Coast in the old days, but they’ve moved it to a 
better location. 


A Visit with Capt. Dick Flanagan 


Ts first person I called on in San Francisco was 
Dick Flanagan, formerly a Spark Plug booster 
and general good fellow around the Hardware Club 
of Chicago. Dick wore a captain’s uniform during 
the recent mix-up with Germany, but he doffed the 
khaki when he got his discharge and scrambled back 
into business and business clothes. He is now rep- 


a Man Behind the Counter” has been to 
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resenting the Walden-Worcester line on the Coast, 
and they tell me he is going strong. We staged a 
luncheon or two and teamed it in a visit to some 
of the leading wholesale and retail hardware firms 
of the city. Dick likes Frisco and boosts the Coast 
country, but he still gets that away-from-home look 
in his eyes when you mention Vere Martin or Bar- 
ney Moore, and he listens well when you talk about 
old Chi. 


A Small Store with Big Ideas 


UT in the edge of what is known as the Mission 
District of San Francisco I ran onto one of the 
livest retail hardware dealers it has ever been my 
good fortune to meet. His name is Wolfe, but he 
wears a smile that belies the name. Also he is a 
Bear for business. Wolfe began his hardware 
career 18 years ago, in a little 20 x 40 store, located 
in one of the most sparsely populated parts of the 
city. No one but himself had an item of faith in 
his business judgment or his location. In fact, 
there is still a customer of those early days who 
confidentially informed me that he used to wander 
out that way just to get a glimpse of the Crazy Guy 
who was trying to do business with vacant lots. 
Be that as it may, Wolfe made good. He would 
have made good in the Sahara Desert or the sands 
of Death Valley—he is that sort of aman. To-day 
he has a store 25 ft. by 245 ft., and his ad reads, 
“The largest hardware store in the Mission.” 
During the fire period it was the only store that 
remained intact from Nineteenth Street clear 
through to Oakland. For days in that trying period 
Wolfe was so busy he was forced to take on his 
customers in relays. He would open the doors to 
fifty or more, lock up again until that bunch could 
be served and sent away, and then repeat the opera- 
tion. Out in the street he had over 900 kegs of 
nails heaped in one large pile and every keg was sold 
before he could get around to warehouse the stock. 
More than once Wolfe stood guard over his belong- 
ings with a shotgun before law and order again 
took the reins in hand, but he came through right 
side up and credit clean. 


Wolfe’s Winners 


A* I intimated before, Wolfe has a stock of ideas 
and systems as well as of merchandise. His 
show windows along the front and one side of the 
store have a total linear display space of 110 ft. 
They are comparatively shallow, with backs in the 
form of swinging panel doors, sampled on both 
sides. They don’t strike you as ordinary show win- 
dows, but rather as show cases facing the street. 
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The samples are sold directly from the windows 
and panel doors, and are immediately replaced. One 
man has charge of this replacement work, and as 
a result there are mighty few vacancies on panels 
or show-case windows. Also, there are no old, rusty 
or tarnished samples on display. The sample stock 
is as live as that on the shelves. 

While I was in the store a customer ’phoned from 
down town for a certain automobile accessory. “You 
will find it in the second window on Nineteenth 
Street,” he said. Do your customers spot the mer- 
chandise in your windows as closely as that? If 
not you might get a pointer or two from the big 
little store of San Francisco’s Mission District. 

Wolfe is going strong in automobile accessories 
these days, and declares his profits more than satis- 
factory. He carries a full line of oils and greases 
and his two gasoline filling tanks out on the curb 
in front of the store. Here is the substance of 
Wolfe’s business code: To carry only high-grade 
merchandise and to stand firmly behind it. To 
make every person who enters his store leave it a 
friend as well as a customer. To know his trade 
and have a friendly greeting for everyone. 

Apparently Wolfe knows every freckle-faced kid 
in the Mission. I walked over to his home with 
him, and he knew the first name of every person we 
met on the way. He also had something good to 
say about each of them. You can’t stop a business 
booster of that type with mail-order barricades. 


A Night in the Wolfe’s Den 


ONG before I reached Frisco I received a letter 

from Mr. Wolfe asking me to call. When I 
finally reached his store he met me with that famous 
welcome of his, and immediately got busy on a 
get-together meeting for that evening. He sent a 
big car down to the hotel for Flanagan and myself, 
and together we bearded the Wolfe in his den. Take 
it from one who knows, Wolfe has some den in that 
tasty little home of his on Folsom Street. I can’t 
describe it in a way to do it justice. It has to be 
seen to be appreciated. However, I will say that 
it contains more curios than many a city museum, 
arranged with a care and artistic taste you hardly 
expect from a prosaic peddler of bolts and nails. 
The big fireplace is a wonder in itself, the floors 
are carpeted with wonderful bear hides, and the 
walls form a refuge for every imaginary weapon, 
from a Revolutionary War musket to a Chinese 
dagger. 

There is a set of andirons that test your strength 
to move, and antique vases that would test your 
purse to purchase. Wolfe’s den is his hobby and 
his many friends are constantly adding to his col- 
lection of curios. The latest addition was a Ger- 
man gas mask, donated by a returning soldier boy 
who had been entertained in “the Den.” 


GoSH, WOT's ‘AT, 
A Bone ? 
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AW, PLEASE LETS Go B- 
IN YyouR STORE! 





Some Banquet 


OLFE had invited several of his fellow mer- 

chants, his own employees and representatives 
of various jobbing houses to be present, and we 
spent a mighty pleasant hour in the den before the 
dinner bell rang. Then we were ushered down 
stairs to the dining room and to one of the biggest 
little banquets within my memory. You should 
have seen the table decorations—flowers such as 
only California can produce. I am crediting Mrs. 
Wolfe with those decorations. The clumsy fingers 
of a hardware man never did that job. And the 
banquet itself—the table fairly groaned under its 
load of good things to eat and drink. (This was 
prior to July first.) 

Do you know I actually seemed to forget that I 
had ever eaten before, and so did a bunch of good 
fellows who stayed with me from soup to nuts, yet 
we barely made a dent in the stock. I don’t know 
the system in vogue at the Wolfe home, but accord- 
ing to Hoover, Wolfe is still feasting on left-overs. 

When we at last reached the stage where a mortal 
can still chew but has difficulty in swallowing, the 
cigars were introduced and the “Man Behind the 
Counter” was given an opportunity to pay for his 
board along hot-air lines. I told them some of my 
experiences on the road, humorous and tragic, and 
closed with an outline of salesmanship systems. 

It was a good-natured crowd. They stood for it 
all with the same good grace that they accepted the 
coffee and cigars. It was well along toward morn- 
ing when the party broke up, but I for one got 
double pay for the sleep I lost. I only hope Wolfe 
enjoyed it as much as did yours truly. 

Fair notice, according to Hoyle. 

I will close this letter with a message to Wolfe. 
While I was in his store that day he presented me 
with a pencil carrying his ad on the side and said: 
“When that is gone let me know and I’ll send you 
another.” I promised, but he added: “You'll never 
think of it again. I mean it, though. Be a good 
sport and let me know. I'll be good sport enough 
to keep you supplied.” Then Dick Flanagan butted 
in with an offer to pay the postage. Well, it’s up 
to you now. The stub of that pencil has just been 
dropped in the waste basket and I’m using an ordi- 
nary drug store model. Do I get that pencil, Wolfe? 

The day after the banquet I left San Francisco 
on the North Western Pacific R. R., through Santa 
Rosa, Petaluma and Willets, to Eureka, where I 
was billed for a busy session with finny tribe. It 
was some vacation, and I may tell you about it later, 
if fish stories are not barred. 


THE MAN BEHIND THE COUNTER. 
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How a County Features Cutlery 


Fee ‘yp Wmlji — » nS oe ) 


Progressive Westchester Hardware Hustlers Tell How They Pull Profits 
from American Goods—Mercer Cashes in on Four Big Seasons—Knives 
Displayed Like Jewels at Howard’s—Chillingworth Will Never 
Again Handle Hun Products 


——_aA i; —~ > ch aa ——; foe 


By CHARLES DOWNES 


N green and rolling Westchester County of the 
| Empire State are some of the busiest and most 

progressive hardware stores in America. 
They do a big business within easy commuting 
distance of the world’s largest city simply because 
they have the things that people want and adver- 
tise the fact with a generous persistency. If a 
straw vote were taken on what people want most, 
it would probably be found that an overwhelming 
majority would vote expressing a strong desire 
for service. 

Most business men recognize this fact, though 
very often merely in a vague and instinctive way. 
But as a result it has become more and more 
the main purpose of advertising and salesman- 
ship to demonstrate and point out some particular 
form of service almost as though it were a com- 
modity. That, in effect, is what Westchester Coun- 
ty hardware dealers are doing. Consequently 
their views about selling cutlery, for instance, are 
interesting and informing, particularly at this 
time, when American cutlery forms the first line of 
defense against the re-invasion of German goods, 
and also because the opinions of these dealers 
carry the double-edged force of progressive busi- 
ness methods and practical experience. 


Features Cutlery Four Times a Year 
D D. MERCER, president of the Westchester 

* County Hardware Dealers’ Association and 
manager of Fowler & Sellers’ big store at White 
Plains, has certain clear and definite views about 
handling cutlery that he says he and Old Man 
Experience have worked out together. They cer- 
tainly “listen good.” 

To begin with he has well arranged illuminated 
glass cases displaying a large assortment of 
pocket knives, scissors and shears, carving sets 
and razors, which are all price marked. Some- 
how you are in a way unconsciously drawn to- 
ward those cases. They invite your curiosity. 

Cutlery, Mercer believes, should be featured 
four times a year simply because of the profit 
there is in it. June is the month of brides, wed- 
dings and perfect days and the windows of the 
hardware store at that season should display a 
variety of household knives, scissors, shears and 
pocket knives. The household knives and carving 
sets are always acceptable wedding gifts and 
many a bridegroom has found pen-knives useful 
little things to present to ushers. And you prob- 
ably don’t have to remember very far back to the 
time you were a kid just graduated from school 


Carvers linked with table accessories in attractive window display by The Pickering 
Hardware Co., Cincinnati, Ohio, A. J. Huckand, trimmer 
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Table, pocket and kitchen cutlery can frequently be grouped in an attractive display 
to which an entire window may be given 


when the mere possession of a jack-knife made 
you feel more capable and self-reliant. The 
women-folk usually do a lot of embroidering dur- 
ing the summer and a neat pair of fancy scissors 
always comes in handy. 

With Thanksgiving comes the chance to coin-in 
on carving sets and easy housekeeping knives. 
Mercer usually has a particularly pleasing win- 
dow display for his Thanksgiving cutlery feature. 
Last year he put in a real 
dining-room table, cov- 
ered it with a white table- 
cloth, and placed silver 
and glassware on the ta- 
ble just as it would be 
set for the big feast. At 
the head was a big brown 
turkey, displaying a carv- 
ing set in operation. In- 
cidentally, the store sold 
everything displayed in 
the window except the 
turkey. But the carving 
set was given the place 
of honor, and neat card- 
board signs called special 
attention to carving sets 
and items of special 
household cutlery. It 
makes what Mercer calls 
“a realistic display with 
attraction.” 

Of course the Christmas holidays always fur- 
nish the best opportunity for cutlery sales and 
if you have the room, Mercer believes, you can’t 
go wrong at that season of the year if you devote 
an entire window to every kind of cutlery you 
have in stock. He’s got the idea that most young 
fellows are bound to begin shaving at the first 
semblance of down on the upper lip and as a rule 
usually throw out hints that a razor is what they 
consider a practical Christmas gift. So it’s up to 





























D. D. Mercer 


a magnetic quality of 


you to push razors forward in your window, to- 
gether with pocket, table and household knives, 
carving sets, and scissors and shears particularly 
the kind that make attractive and useful gifts. 

In the middle of winter, Mercer says, cutlery 
should be pushed again and profits can be realized. 


Don’t Price Mark All Goods 


le displaying cutlery in the window Mercer be- 
lieves it is not good business to price mark 
every item. 

“Take carving knives,” he said. “Say there are 
ten sets in the window. I believe in only putting 
the prices on about five. We group them accord- 
ing to value. Beginning on the left, for instance, 
we put a $3 set and next to that we put one with- 
out a price card, then another valued at five or 
six dollars which we mark and so work up to the 
higher priced sets. People stop and look at them 
and see a certain style that strikes their fancy 
which probably isn’t price marked. So as a rule 
they come in the store and ask the price of some 
particular set. That’s a big asset right there. 
It gets them in the store and gives us an oppor- 
tunity to show them a larger variety and also 
something else that they might want or be in- 
duced to try. 


It’s Insulting to Offer German Cutlery 


MERCER tells of rather a significant incident 
that occurred recently over a pair of ladies’ 
small scissors. When we declared war on Germany 
Fowler & Sellers, to their credit, threw out all 
German goods they had in stock. Mercer said “We 
didn’t give them away; we threw them away.” 
Recently he received an order of small fancy 
and cuticle scissors from a well known factory in 
New Jersey. He had the goods put in the cases 
but neglected to personally examine them at the 
time. Shortly afterward a woman came in for a 
pair of embroidery scissors and some of the new 
stock was shown her. She examined one pair and 
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A midsummer varied cutlery display showing how cutlery can be linked with vacation 
supplies—By Carlisle Hardware Co., Springfield, Mass. 


instantly threw it across the counter, angrily ex- 
claiming, that she hadn’t come in to be insulted. 

The clerk, somewhat alarmed, asked her to ex- 
plain what the matter was. She replied that she 
hadn’t expected to have German goods offered her 
in the one store that she had understood had the 
reputation for clean Americanism. 

Mercer immediately had the Hun goods taken 
out of the case and shiped back to the place they 
were supposed to come from. 


Handsome Display at Mt. Vernon 


ERTRAND FOWLER, vice president and mana- 

ger of Howard’s big store at Mt. Vernon, is 
another dealer who realizes the profits in cutlery. 
Before the war he used to have special cutlery 
sales every few months and expects to resume 
these sales again when he can get the quantity 
he desires. At present it is impossible for manu- 
facturers to fill orders the way they 
would like to because of the abnormal 
demands caused by the war. 

At Howard’s is one of the handsomest 
cutlery displays it has ever been my 
privilege to see. It looks almost like a 
display of jewels with the carving sets 
all glistening in plush cases, the pocket 
knives and razors giving off double re- 
flections from spotless glass shelves and 
immaculate cases. And every 
item is American. 


Pledged to American Cutlery 


HE feeling in Westchester 
County is all for American 
cutlery. As Fred W. Chilling- 
worth, head of the hardware 
department and secretary of 








F. W. Chil- 
lingworth 





















the George Ferguson Company at New Rochelle, 
expressed it, as long as he retains his reason and 
his memory he won’t handle German goods. In 
fact he is one among a large number of hardware 
men throughout the country who signed a pledge 
during the war whereby they agreed not to handle 
German goods for ten years. Chillingworth went 
several better—he put another ought after the 
ten making it one hundred years. At the end of 
that time he said he might be induced to relent a 
little but he doubts it. 


Lawn Mowers and Diamonds 


H® tells a story about a lawn-mower, which 
since it cuts is not at all out of place as a cut- 
lery article. 

The telephone rang and he answered it. 

Woman’s voice at other end.—‘Have you an 18- 
inch ball bearing lawn-mower?” 

Chillingworth.—‘Yes, ma’am.” 

Woman's voice at other end.— ‘What 
make is it?” 

Chillingworth told her and then she asked 
the price. He told her that, too, and she was 
very much perturbed, saying something to 
the effect, “Oh good gracious, that’s terrible. 
That’s an exorbitant price for a lawn-mower. 
Really, don’t you think that’s simply out- 
rageous?” 

Chillingworth had the ad- 
vantage of knowing the wo- 
man slightly, which is some- 
times mighty important in 
clinching a sale, and so spoke 
in this wise: 

“Now, Mrs. Blankey, if you 
wouldn’t feel offended at what 
I’m going to say, I think I can 
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The Brass and Steel and Horn in a Knife Represent Only 15% of Its Cost 


Eighty-five per cent of the cost of a finished pocket knife goes to mechanics who fashion 
these various parts (shown in various stages) and assemble them 
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Part of the eloquent cutlery “Silent Salesman” in the store of Fowler & Sellers, White 


Plains, N. Y. 


give you a new idea about the value of this lawn- 
mower that you probably haven’t realized before. 
You’ve seen women wearing rings and jewelry 
worth at least $1,000 haven’t you?” 

“Yes, I presume I have.” 

“Well, in comparison to a diamond a lawn- 
mower isn’t worth much, but it will give you prac- 
tical service and be of some definite use and with 
very little care it will continue to give you and 
your family actual service for at least ten years. 
Now considering the work it will do in ten years 
and its practical service and utility the price 
asked really isn’t so exorbitant after all, is it?” 

“You’re quite a salesman aren’t you? I never 
thought of it in that way. But since I need the 
lawn-mower anyway, I guess you’d better send it 
up to me after all.” 

Which proves again 
trades. 


there are tricks to all 


Against Special Sales 
HILLINGWORTH, however, doesn’t believe in 
special cutlery sales. He says a special sale 
depletes the stock at a comparatively low profit 


Note that the pocket knives are grouped according to price 


so that when a customer comes in for perhaps a 
large order at a good profit the stock is gone. 
Furthermore, he thinks it detracts from the regu- 
lar trade and looks bad on general principles. 

H. L. Twine at Yonkers is of somewhat the same 
opinion. He thinks the only way cutlery can be 
sold is by carrying a large stock. Variety he 
says is an inducement, especially in pocket knives. 
He sees no reason why American cutlery shouldn’t 
dominate the markets of the world if American 
manufacturers do not try to produce quantity at 
the sacrifice of quality. 

Crammer & McCutcheon, at Tarrytown, have re- 
cently moved down the hill again to their old loca- 
tion at Main and Orchard streets, where they 
were before the fire. Their new store is large 
and well stocked and McCutcheon told me that he 
finds cutlery selling stronger now than it has sold 
for some time, though “it is always a staple line 
and a consistent selling stock.” 

In all the:stores I visited I found that each one 
has been selling for several months past an aver- 
age of three to six pocket knives a day. 


in Table cutlery and carving sets attractively displayed in store of Fowler & Sellers. 
Small glass cases above the regular show cases display razors and other cutlery items 
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Masback Now Incorporated 


HE business of the Masback Hardware Company, 

New York, has been incorporated, although there 
is no change in the management. The capital stock is 
$500,000, all paid in. Robert J. Masback is president 
and his son, Lieut. Edwin R. Masback, secretary and 
treasurer, the latter having recently been mustered out 
of the U. S. Army. 

A sketch of this establishment, showing the steady 
substantial growth from the humblest of beginnings, 
indicates what is possible to ambitious men possessing 
business sense and character, who are willing to work 
hard. It is a record of steady growth, the gradual 
accumulation of capital from the results of the business 
itself, prompt settlement of obligations and reliance 
on good merchandise and efficient, honorable service 
rather than cut prices and shady methods. 

Back in 1875 Mr. Masback opened a store in uptown 
New York, which later was removed to a corner store. 
Out of this grew a modest branch metal business in 
another building near by and the selling of materials to 
tinsmiths in the vicinity. 

In 1884 Mr. Masback bought a small downtown con- 
cern handling stoves and kitchenware only, to which 
was added at once hardware and kindred lines, such as 
had been dealt in uptown. Mr. Masback saw an oppor- 
tunity for getting into the wholesale trade despite 
abundant advice that the field was already overcrowded, 
starting one man from the new location to canvas retail 
distributors. Now there are twenty-five men on the 
traveling selling staff. 

In 1897 there was enough development and expansion 
to justify him in opening a wholesale hardware estab- 
lishment at 117 Chambers Street, using two floors. 
Now, at 80-84 Warren Street there are three entire 
buildings of twenty-one floors in all, each 100 x 75 ft. 

A few years ago Edwin R. Masback, the present sec- 
retary and treasurer, established an export department 
on the premises covering the same lines, because of 
confidence in this field. Now the company has personal 
representation in thirty-five different foreign countries 
and a constantly increasing business. 

Several years ago the management established a 
one-price system with prices varying according to the 
quantity bought, which they believe was something of 
a departure in the wholesaling of hardware. 

The road salesmen of the house were almost entirely 
brought up in it, having served their time through the 
various grades. They cover in territory all of New 
England, New York, including Long Island; New Jer- 
sey, Pennsylvania by direct representation, Maryland, 
Delaware and Washington, D. C. 


Wooster Bonus System 


HE Wooster Brush Company, Wooster, Ohio, re- 

cently closed its fiscal year, in which all those em- 
ployed by the company for one year or more shared 
proportionately in accordance with a bonus and profit 
sharing plan which has been in successful operation 
for the past several years. 

With a view to further advancing the interest of em- 
ployees and promoting the good will and friendly rela- 
tion which has always existed between the employees 
and the company, two new working plans were adopted 
to take effect at the beginning of the present year, May 
1, 1919. 

First, An employee’s sick benefit whereby employees 
who may become sick or incapacitated from any cause 
whatever will receive for a certain fixed time an amount 
each week dependent upon their average wage and 
length of time in service. 

Second, A group life insurance policy which covers 
by a separate policy the life of every employee of the 
company, in amounts ranging from $500 on those who 
have been with the company for one year, up to $1,000 
for those who have continued in the service for ten 
years or more. 
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Sanderson Now 
Sales Manager 
W. SANDERSON, 


recently appointed 
general sales manager of 
the Carborundum Co., Ni- 
agara Falls, N. Y., suc- 
ceeds George R. Rayner, 
who has been made vice- 
president. 

Mr. Sanderson joined 
the Carborundum forces 
in 1900, and shortly after- 
ward was sent to repre- 
sent our company in the 
Southern States. On Jan. 
1, 1909, he was appointed 
manager of the Pittsburgh 
branch as district sales 
manager, and on May 19 
of this year was made gen- 
eral sales manager of the 
company. 


Will Have Pacific Office 


EGINNING Aug. 1 the Oliver Iron & Steel Co., 

Pittsburgh, will maintain a Pacific Coast sales 
office in the Monadnock Building, San Francisco, Cal., 
in charge of E. W. Kratzer. The opening of this office 
will enable the company to give trade in the Pacific 
Coast territory more prompt and efficient service. 


P. & F. Corbin Changes 


NNOUNCEMENT is made of a number of changes 

that have occurred in the sales organization of 
P. & F. Corbin of New Britain, Conn. Laurence Mouat 
has been appointed contract sales manager, replacing 
R. N. Hemenway, who has severed his connection with 
the company. George A. Overton, who has traveled for 
the company for many years, calling upon the larger 
jobbers in the Middle West, has been transferred to 
New Britain as sales manager, in charge of the sales 
of Corbin hardware for dealers’ stocks. His place in 
the field will be filled by H. S. Fox, who formerly cov- 
ered a portion of the South, who will be replaced by 
Sam K. Rutherford, formerly builders’ hardware man 
for the W. W. Woodruff Hardware Company of Knox- 


ville. 
Brief Notes of the Trade 


HE business of The Gauld Company, Portland, Ore., 

has been taken over by The Gauld Supply Company, 
incorporated under the laws of Maine. The directors 
of the new company are Wm. P. F. Ayer, president; 
Thomas Nickerson, vice-president; G. A. Ricker, treas- 
urer; Theo. W. Little and Carl T. Keller, all of whom 
are prominently connected with the Walworth Manu- 
facturing Company. 

The Standard Saw & Tool Manufacturing Company 
of Boston, a $50,000 corporation, has been granted a 
Massachusetts charter. The incorporators are: Harry 
E. Richards of Winchester, Delano F. W. Douglas of 
Brookline, and J. Edward Fuller of Worcester. 

The Stevens Arms Company, successor to the old 
Stevens Arms & Tool Company, of Chicopee Falls, 
Mass., is back on a peace-time basis of production of 
ae guns and rifles, with more than 850 in its em- 
ploy. 

The following business concerns have been incorpo- 
rated under the laws of Connecticut: Hull Hardware & 
Plumbing Company of Danbury, capital $60,000; the 
Hart & Cooley Company, Inc., of New Britain, capital 
$1,000,000, to deal in steel and other metals. 


The Fuller Brush Company of Hartford, Conn., manu- 
facturing wire brushes, dustless mops, etc., and having 
branches in about 40 cities, has bought about three 
acres of land on Collins Street, Hartford, on which it 
will erect a four-story concrete factory adjacent to 
railroad tracks, to cost about $150,000. The company 
employs about 200, but will increase this number on 
completion of the new factory. 


The Colonial Tire & Rubber Co., Anderson, Ind., has 
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increased its capital stock from $75,000 to $2,000,000. 

The Taplin Mfg. Co., New Britain, Conn., manufac- 
turer of hardware products, is planning the erection of 
a two-story addition to its plant. 

The White Lily Washing Machine Co., Davenport, 
Iowa, manufacturers of electric washing machines, is 
building an addition to its plant to consist of two units, 
30 by 225 ft. and smaller. The extensions will cost 
about $165,000. 

The Grand Detour Plow Co., Dixon, Ill., has merged 
with the J. I. Case Threshing Machine Co., Racine, Wis. 

The Barnes Rubber Co., Chicago, IIl., has been in- 
corporated with a capital of $25,000 by Frank E. 
Barnes, W. P. Coons and Frank H. Thiese, to manu- 
facture rubber products. 

The National Spring & Wire Co., Grand Rapids, 
Mich., has started the construction of a three-story 
plant, 85 by 500 ft., to cost $185,000. 

The Economy Mfg. Co., 183 Essex Avenue, Orange, 
N. J., has been incorporated with a capital stock of 
$25,000 by Thomas A. Edison, Jr., B. M. Edison and 
Edward B. Woodward to manufacture automobile parts. 

The Belleville Wire Cloth Co., Belleville, N. J., has 
been incorporated with a capital stock of $100,000 by 
E. Livingston, William E. H. Tahiller and Thomas W. 
Crowley to manufacture wire cloth, etc. 

The Continental Wind Deflector Co., Los Angeles, 
Cal., has been incorporated with a capital stock of 
$25,000 by R. C. Burk, J. J. Mulkern and E. T. Moses, 
to manufacture metal wind shields and deflectors for 
automobile use. 

The Avis Hardware Co., Pomona, Cal., has been in- 
corporated with a capital stock of $50,000 by A. B. Avis 
and Charles E. Otto to manufacture hardware special- 
ties. 

The Western Kentucky Tire Co., Hopkinsville, Ky., 
has been incorporated with a capital stock of $50,000 
by Oscar Goodwin and associates, to manufacture au- 
tomobile tires. ; 

The Ames Holden Tire Co., Ltd., Montreal, Can., has 
been incorporated with a capital stock of $3,000,000 by 
Douglas L. McGibbon, Talmon H. Reider, Stephen J. 
LeHuray, and others, to manufacture automobile tires 
and accessories, rubber goods, etc. 

The Auto Jack Co. has been incorporated at Terre 
Haute, Ind., with a capital stock of $10,000. The 
directors are William E. Lindley, Clarence Ranberger 
and Henry Streaker. 

The Duplex Cushion Tire Co., Los Angeles, Cal., has 
been incorporated with a capital stock of $1,000,000 by 
B. F. and Wallace A. Coons, F. O. Meyers and George 
H. Woodruff, to manufacture automobile tires. 

The Riblet Mfg. Co., Long Beach, Cal., has been in- 
corporated with a capital stock of $50,000 by Edwin S. 
and N. M. Beggs, and David T. Keightley, to manufac- 
ture carbureters and kindred products. 

The Barlow-Seelig Mfg. Co., Ripon, Wis., manufac- 
turer of washing machines, awarded the general con- 
tract for the erection of a $25,000 addition. 

The August Bowser Pump Co., Fort Wayne, Ind., has 
taken over the interests of the Montpelier Mfg. Co. and 
will manufacture a visible crankless pump. Officers of 
the new company are G. Max Hoffman, Guy Brackin 
and C. J. Scheimann. 

Oscar M. Carter, Inc., New York, has been incorpo- 
rated with a capital stock of $50,000 by R. C. Perlman, 
A. P. Saas and M. Berger, 600 Berch Terrace, to manu- 
facture hardware, agricultural implements, etc. 

The Eyelet Tool Company, for the past 42 years lo- 
cated at 40 Lincoln Street, Boston, Mass., has recently 
moved to new and enlarged quarters at 190 Dorchester 
Avenue. 

The Robert Young Co., New York, has been incorpo- 
rated with a capital of $10,000 by Robert and F. E. 
Young and J. A. Bodnar, 173 East Eighty-seventh 
Street, to manufacture edged tools. 

The Overland Rubber Co., Newark, N. J., affiliated 
with the Willys-Overland Co., Toledo, Ohio, an interest 
of John N. Willys, has increased its capital from $250,- 
000 to $1,000,000. The company has taken title to the 
factory recently acquired from the Molitor Corporation 
at Frelinghuysen and Virginia avenues, and will equip 
and occupy it for the manufacture of automobile tires. 
The works will give employment to about 400 persons 
for initial operations. 

David C. Rosetahl has become general sales manager 
of the portable lamp department of the B. & K. Mfg 
Company, New Britain, Conn. He has been identified 


with the electrical fixture and portable lamp trade for 
the past 12 years. 
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Horse Power in Advertising 
(Continued from page 59) 


in the night to think of what an all-fired good 
house this traveler represents. You have just 
bought a few goods of this chap once in a while, 
and as he steps up to the desk you don’t know for 
sure whether he is going to get an order out 
of you or not. You rather have your doubts. 

Now let’s try again. 

Here comes Bill to see you. Bill represents 
X. Y. Z. & Co. Now, by heck, there is a house 
for you—and Bill is a prince. You have done 
business with Bill’s house for years and years, and 
they never tried to put one over on you in all that 
time. Yes, sir, X. Y. Z. & Co. are some good job- 
bers. They have a fine stock, decent prices, quick 
and accurate service—why, that bunch are all real 
personal friend of yours! You know you are going 
to give Bill an order. He never went away without 
one. You never really thought of it before, but you 
—why, gosh hang it, maybe it is a sort of a habit! 


Indirect Advertising 


It is pretty hard for a man to be a good hard- 

ware man nowadays unless he has public spirit. 
Use your ad to boost matters of public spirit. 
Cut out the merchandise again this time. Spend 
your money to boost the Red Cross or the local 
corn show or the dairy convention—and mean it, 
too. Put your heart into it. 

I know a man in Howell, Mich., who I think 
has done as much or more than any one man to 
make Livingston County the great Holstein cow 
section of my State. He spent lots of good money 
advertising his customer’s pure breeds. In the old 
days (not so long ago) he knew how to advertise 
better than the cow men did. He had lots of 
neat folders printed at his own expense, with pho- 
tographs of the best cows and bulls, gave their 
records, and so on. Then he presented the cow men 
with a bunch of these folders, no charge. It took 
some nerve and initiative, but that fellow has sold 
more milking machines than ten ordinary dealers. 
And milking machines are only one item in his 
big stock. 

You will need a fat roll nowadays if you buy 
some of those Livingston County Holsteins, but 
when a farmer gets four prices for his cows what 
is to prevent his buying milking machines and 
fancy barn equipment and steel stalls and litter 
carriers? Why, he simply has to have them to give 
his cows character. 

Yes, Howell has the biggest milk condensary in 
Michigan, too. It all works out together, some 
way. This merchant didn’t do business the way 
his father or his competitor or some one else did. 
He used vision and initiative and nerve and good 
judgment. 

Use your ad to reduce the past due accounts 
on your ledger. Your factory worker gets his pay 
check every Saturday night. Your farmer cus- 
tomer gets spot cash for his stuff. Why not tell 
these thoughtless chaps just what it means to us 
when they let their accounts run too long. You 
will need just the same amount of good judgment 
and nerve that you use when you bottonhole one 
of these slow-pay guys in your store, that’s all. 

Then, if about every third time your ad comes 
out you give the people a good heart-to-heart talk 
about your sewing machine, or your vacuum cleaner, 
you can get a good reading. People will read about 
the good qualities of your mixed paint, or something 
else, from habit—because they always find your ad 
worth reading. 
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Urges Price Maintenance Legislation 


Federal Trade Commission Again Memorializes Congress—Abandons 
Attacks Upon Producers Maintaining Resale Prices—Congress 
Launches Drive for Early Adjournment—Revenue 
Legislation Plans in Nebulous State 
By W. L. CROUNSE 


WASHINGTON, July 14, 1919. 

HE Federal Trade Commission, bowing to the 
T sweeping decision of the United States Su- 

preme Court in the Colgate case, has aban- 
doned its campaign to prevent maintenance by pro- 
ducers of resale prices, and has forwarded to Con- 
gress a second report urging prompt legislation 
legalizing price maintenance contracts. No piece 
of news has gone out of Washington in many a day 
fraught with greater importance to the manufac- 
turers, jobbers and retailers of these United 
States. 

The Commission also reiterates the suggestion 
it made last December that “pending measures’”— 
meaning beyond a doubt the Stevens bill—should 
be promptly enacted with an amendment in which 
manufacturers desiring to fix and maintain resale 
prices would file with an agency to be designated 
by Congress—probably the Commission itself—‘a 
description of their articles, contracts of sale and 
the price schedules to be maintained.” The dis- 
interested agency would be charged with the duty 
“upon complaint of any dealer, or consumer or 
other party in interest, to review the terms of 
the contracts and prices.” : 

The Commission’s original recommendations for 
legislation, which were transmitted to Congress on 
December 2, 1918, were based upon the following 
conclusions: 

(1) That producers of identified goods should 
be protected in their intangible property right or 
good-will, created through years of fair dealing 
and of sustained quality of merchandise; 

(2) That the unlimited power both to fix and to 
enforce and maintain resale prices may not be 
made lawful with safety; and 

(3) That unrestrained price-cutting is not in 
the public interest, and tends, in the long run, to 
impair, if not to destroy, the production and dis- 
tribution of articles desirable to the public. 


Carefully Matured Views of Commission 


ELIEVING that theré must be a common 

ground whereon the rights of producer, pur- 
veyor and consumer may each be fully secured and 
equity done to all, the Commission made a care- 
ful study of the entire subject and now submits 
the following report as embodying its mature 
judgment: 


“Therefore, it is recommended that it be provided by 
law that if the manufacturer of an article produced 
and sold under competitive conditions desires to fix and 
maintain resale prices, he shall file with an agency 
designated by the Congress a description of such article, 
the contract of sale and the price schedule which he 
proposes to maintain, and that the agency designated 
by the Congress be charged with the duty, either upon 
its own initiative or upon complaint of any dealer or 
consumer or other party in interest, to review the terms 
of such contract and to revise such prices and that any 
data and information needful for a determination be 
made available to such agency. 

“Such legislation would seem to be in accord with 
the spirit of the times in that it is designed, by remov- 
ing this perplexity, to promote the efficiency of manu- 
facturing and commercial institutions and so to serve 
the interest of the consuming public. 


Discusses Colgate Case 

“The Commission respectfully renews its recommen- 
dation of Dec. 2, 1918. The conditions surrounding the 
fixing and enforcement of the maintenance of resale 
prices have not materially changed since this recom- 
mendation was made. The recent decision of the Su- 
preme Court in United States v. Colgate & Co. has not 
apparently legalized contracts providing for the main- 
tenance of resale prices, as the Court expressly stated 
that the indictment did not charge the existence of 
contracts in that case, and distinguished it from the 
case of Dr. Miles Medical Co. v. Park & Sons on that 
ground. 

lf the decision be construed to hold it lawful, under 
the Sherman Law, for manufacturers to fix resale 
prices and to enforce the maintenance of such prices 
by refusal to sell to those who do not resell at the 
prices fixed, or by other means, it does not follow that 
the fixing and enforced maintenance of such prices is 
not an unfair method of competition within the meaning 
of Section 5 of the Trade Commission Act. In order 
to establish a violation of the Sherman Anti-Trust Act 
a contract, combination or conspiracy must be proven. 
If some device for restraining trade be devised which 
does not fall within the definitions comprehended by 
these three terms as construed by the courts, it does 
not constitute a violation of the Act, though restraint 
of trade may result. 

“The enforcement of resale prices on goods in the 
hands of distributors is identical in its effect upon deal- 
ers and the public, whether it be accomplished by con- 
tract, combination or conspiracy, or by some other means. 
An unfair method of competition within the meaning 
of Section 5 may involve the use of contracts or the 
formation of combinations or conspiracy, but neither 
of the three is necessary to establish a method of com- 
petition. Indeed, unfair methods of competition do not 
ordinarily involve such contracts or conspiracies. The 
effect of price maintenance being the same, however 
accomplished, it may well be urged that such a method 
of competition violates Section 5 of the Commission Act 
since it prevents distributors, wholesale and retail, 
from engaging in price competition on such goods after 
they have passed into their hands and deprives the 
public of the benefits of competition in the distribution 
of all such goods. 


Public Interest Demands Action 


“It might also be urged that when price. maintenance 
is approached from the standpoint of an unfair method 
of competition, regard must be had to its effect when 
employed by many manufacturers rather than when 
employed by one, and that in this view it results in the 
elimination of price competition in the distribution of 
a vast and constantly increasing number of commodi- 
ties of common necessity. 

“On the other hand, if the effect of the Colgate deci- 
sion be to legalize the fixing and the enforcement of 
the maintenance of resale prices other than by contract, 
the desirability of the enacting of legislation recom- 
mended by the Commission becomes even more ap- 
parent. In the Commission’s previous report it was 
stated that the unlimited power both to fix and enforce 
the maintenance of resale prices may not be made 
lawful with safety to the public. The interest of the 
consuming public in the enacting of such legislation is 
therefore more vital at this time than when recom- 
mendation was previously made.” 


Sanguine as to Stevens Bill 


RIENDS of the Stevens bill are very sanguine 

that this measure will become a law before the 
end of the regular session beginning next Decem- 
ber. In fact they are talking about obtaining a 
favorable committee report on the bill before the 
fall recess. 
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There can be no doubt that the decision of the 
United States Supreme Court in the Colgate case, 
which I recently fully outlined in this corres- 
pondence, has had a most salutary effect in bring- 
ing the necessity of this legislation home to the 
average senator and congressman. The court’s de- 
cision has effectually dissipated the erroneous 
idea, so carefully fostered by the price cutters, 
that price maintenance is ethically unsound, and, 
this bugaboo out of the way, it only remains to 
induce Congress to pass a law giving manufac- 
turers the right to make formal contracts to main- 
tain resale prices. 

Such contracts are now illegal, though not 
fundamentally immoral. With a proper safeguard 
for consumers’ interests, as is proposed by the 
Federal Trade Commission, there is no reason why 
Congress should not promptly stop the gap which, 
in view of what the court has said in the Colgate 
case, is the only difficulty in the way of protecting 
reasonable prices from predatory cutting. 


Trade Commission Working On New Lines 


HE Federal Trade Commission, since the de- 

cision of the Supreme Court in the Colgate 
case, which amounted to a wholesome spanking for 
the Commission, has been steering clear of price 
maintenance cases and has issued no more orders 
citing producers who have sought to maintain 
fixed prices. No further attempt has been made 
by the Commission to justify the orders against 
which the court has ruled but, in the language 
of the street, the Commission is “laying off” price- 
maintenance cases. 

Nevertheless the Commission headquarters is a 
busy little hive of industry and its mill is work- 
ing overtime on several new types of injunction. 
In the main these activities are house-cleaning 
stunts of a wholesome character. 

For some time past the Commission has been 
investigating a number of lumber companies 
which have been operating advertising campaigns 
designed to slash each other’s throats and inci- 
dentally to create false impressions in the minds 
of their customers. A series of formal complaints 
of unfair competition have recently been issued by 
the Commission directed against companies adver- 
tising knock-down or ready-cut houses. 


Some Advertising “Don’ts” 


MONG the statements in this advertising to 
which the Commission takes exception, the 
following are salient illustrations: 


That purchasers of lumber and building materials 
from the company may effect a full saving of 
from 35 to 45 per cent of the cost; that local retail 
lumber dealers add $300 to a $700 bill for lumber; that 
lumber purchased from the company is “direct 
from forest to home”; that a house built from materials 
purchased from the company costs the purchaser 











no more than it would if he went direct to the mill - 


at the edge of the forest and purchased his materials; 
that in buying materials the purchaser is not re- 
quired to pay the profits which usually go to the jobber, 
the wholesaler and local retail dealer; that the —— 
company by a system of measuring, cutting and fitting 
employed by it gets 18 per cent more out of a given 
quantity of lumber than any other builder, which 
results in that much saving to its customers; that the 
company sells a better quality of building material 
than that sold by local retail dealers; that the —— 
company does not belong to a trust, thereby imputing 
that local or regular dealers do belong to a trust. 








The Commission is also making considerable 
progress in developing the details of its campaign 
against “blue sky” stock exploitation. This is a 


comparatively new departure and there are some 
lawyers here who doubt the Commission’s author- 
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ity, under the act by which it was created, to in- 
vade the police powers of the several states. 

It seems to be a question whether the use of 
false statements in advertising and misrepresen- 
tation to the public in the sale of stock are em- 
braced in the general category of acts of “unfair 
competition” to suppress which the Commission 
was chiefly created. It will interest readers of 
HARDWARE AGE to note the character of one of 
these complaints which the Commission has just 
filed against a company ostensibly organized for 
the manufacture of apparatus for the drilling of 
oil, gas and water wells. 


A Typical “Blue Sky” Case 


5 her company, which was incorporated in June, 
1917, the complaint sets forth, has not yet 
engaged in actual manufacture and the only busi- 
ness it has engaged in, it is alleged, has been the 
sale of its stock of which 123,630 shares have been 
issued, 101,000 to a certain party for certain 
patents. 

The complaint alleges the concern has _ pub- 
lished “false, misleading, unfair and extravagant 
statements, reports, promises and _ predictions 
concerning its business, progress, capital stock, 
financial standing and prospective profits, and 
has suppressed and concealed from the public ma- 
terial facts relating to its plans, organization, 
business and capital stock.” False, misleading 
and unfair statements, predictions and promises 
concerning the existence, character, value, 
strength, durability, efficiency and operation of its 
drilling device, also are alleged. 

If the Commission is successful in putting an 
end to the practices described in this complaint, 
there will soon be little use for the suckers that 
are born every minute and Congress will probably 
be asked to do something to reduce the birth rate. 


Driving for Early Adjournment 


ONGRESS has begun a drive for final adjourn- 

ment about September 15. Making due allow- 
ance for unjustifiable optimism, some conservative 
leaders declare they will be satisfied if the session 
can be brought to a close by October 1. 

This will give the weary senators and repre- 
sentatives two months in which to recuperate be- 
fore the first regular session of the Sixty-sixth 
Congress convenes in December. The respite will 
be most grateful, for a summer in Washington is 
not the most delightful experience in the world 
with the mercury shooting above the 100 mark 
every few days—and Washington a dry town at 
that. 

To get away in sixty. days, or even in seventy- 
five days, Congress will have to abandon any 
program for general legislation that may have 
been formulating in the minds of the leaders. 
With the peace treaty and the league of nations 
and the Franco-American alliance up for discus- 
sion in the Senate and a battle over the prohibi- 
tion laws afoot in both Houses, it will not be prac- 
ticable to tackle any big legislative projects. 
especially as some time must be given to con- 
sideration of revenue readjustments and to the 
auditing of the war expenditures of the Govern- 
ment for which a special committee has already 
been appointed. 


Committees May Work During Recess 


S° far as the tariff revision program is con- 
cerned, it now seems probable that the Ways 
and Means Committee will be authorized to sit 
during the Congressional recess and continue 
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hearings that are expected to begin some time 
next month on the general tariff schedules. It is 
quite in accord with precedents that this commit- 
tee should devote three to four months to hearings 
and to the framing of a revision bill; hence there 
is to be no abandonment of plans heretofore made 
in order to permit Congress one or two months 
recess by October 1. 

Of course the consideration of legislation on the 
floors of the two Houses will not prevent the com- 
mittees from taking up pending bills, and a num- 
ber of important measures are thus likely to be 
discussed and reported to both Houses, before the 
end of the session. The committee calendars of 
both House and Senate are heavily loaded with 
measures of great importance, so there is plenty 
of grist for the committee mills to work on. 

The revenue readjustment problem now under 
consideration by the Ways and Means Committee 
is giving the majority leaders considerable 
anxiety. While there is a general desire for early 
action, there is so much diversity of opinion even 
among the Republican leaders themselves that it 
will require a great deal of diplomacy to bring 
the discordant elements together and secure the 
united front which will be necessary for the pas- 
sage of any of the pending bills. 


Changed Sentiment as to Repealing Luxury Taxes 


AN amazing change has come over the situation 
here with respect to the repeal of the so-called 


luxury tax imposts of section 904 of the War. 


Revenue Act of February 25, 1919. Rarely has 
there been so radical a revision of sentiment and 
the House leaders who are planning to urge this 
measure find themselves in a serious quandary. 

In the closing days of the last Congress, the 
Ways and Means Committee, by unanimous vote, 
reported the luxury tax repeal bill and put it 
through the House without the formality of a roll 
call. If it had not landed in the Senate during 
the filibuster that lasted until adjournment it 
would have passed that body about as easily as it 
went through the House. 

When the present special session convened on 
May 19, the House Committee again reported the 
bill without a dissenting vote, and Chairman Ford- 
ney announced that he would call it up imme- 
diately, declaring that its consideration and pas- 
sage would not occupy more than an hour or two. 

Mr. Fordney’s prediction was literally true so 
far as the length of time to be consumed in de- 
bating the bill was concerned. It took only an 
hour or two to convince the committee leaders that 
the bill could not possibly pass at that time and 
they therefore withdrew it, promising to come 
back and fight another day. 


All Tax Repeal Bills Blocked 


ANY “another day” has since rolled around 

4 but thus far Mr. Fordney is undecided as to 
the advisability of bringing up the luxury tax re- 
peal bill, and as this measure has the right of way 
over other repeal bills, including those providing 
for the elimination of the taxes on automobiles, 
sporting goods, cutlery, cameras, firearms, am- 
munition, etc., the way of revenue readjustment is 
blocked and nobody seems to know what the next 
move will be. 

Of course the revenue problem is an uncertain 
factor in this equation. For a good many years 
to come the Federal Treasury will need at least 
four billion dollars per annum, which is a lot of 
money and which cannot be obtained from or- 
dinary sources plus the income tax. 

It is my guess that the revenue repeal bills will 
have to wait until the Ways and Means Commit- 
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tee has decided how much additional revenue can 
be obtained by revising the tariff schedules up- 
ward. Mr. Fordney believes that three hundred 
million dollars can be had from this source, but 
he admits that boosting tariff rates to prohibitory 
levels will reduce rather than increase the cus- 
toms receipts. It will take some very nice dis- 
crimination in the way of rate readjustment to 
add a couple of hundred million dollars to the 
present tariff revenues. 


Must Raise $300,000,000 


HE repeal of the luxury tax provided by Sec- 

tion 904 will cost about $85,000,000, while the 
elimination of other manufacturers’ and consump- 
tion imposts under Title 9, and the soft drinks 
tax under Title 6, will carry the total up to a 
round three hundred millions. This makes it clear 
that tariff revision must be very carefully worked 
out so as to actually produce a large increase in 
current customs receipts in order to justify the 
revenue readjustment now projected. 

The representatives here of the various inter- 
ests seeking repeal of the war taxes referred to 
have become discouraged over the outlook and a 
good many of them are planning to go home for a 
month or two. Others are pegging away as cheer- 
fully as possible, mindful of the fact—which un- 
doubtedly is a fact—that Congress yields along 
lines of the greatest pressure. 

They want to be at the head of the line when 
the gates open. 


Obituary 


ILLIAM H. WALKER, president of the Walker 
Mfg. Company, Racine, Wis., died recently. Mr. 
Walker was born in Windham, Ohio, July 28, 1850, and 
was well known in the automobile and accessory indus- 
try. 


JOHN MILTON TILLOTSON died at the Hotel Akron, 
Ohio, recently in his eightieth year, following an attack 
of asthma. He was born in Thompson, Ohio, in 1837. 
During the Civil War he was connected with William 
A. McCall, a hardware jobber of Cincinnati, Ohio. For 
about 30 years he represented the Russell & Erwin Mfg. 
Company, New Britain, -Conn., at Philadelphia, and 
afterwards the New York branch of the same company. 
He had spent the greater part of the past 20 years 
in California. 


ELWYN A. MALLORY, SR., superintendent Milwaukee 
Corrugating Co., Milwaukee, died Friday, recently at 
the age of 66 years. 


GEORGE A. FARRALL, vice-president and general man- 
ager Massey-Harris Harvester Co., Inc., successor to 
the Johnston Harvester Co., Batavia, N. Y., died fol- 
lowing an automobile accident recently. He was born 
in Hamlin, Monroe County, N. Y., Nov. 4, 1856, studied 
at Rochester University, and later taught school. He 
joined the Johnston Harvester Co. in 1884, first with 
the experimental department, later becoming foreman 
of the wood shop, next foreman of the binder-erecting 
department, then general superintendent of the plant. 
In 1895 he became member of the board of directors. 
He was elected vice-president in 1899 and was presi- 
dent from 1910 to 1911, at which time the company 
was taken over by the Massey-Harris Co., Ltd., of 
Toronto. Mr. Farrall took out a large number of 
patents. He belonged to the Batavia Manufacturers’ 
Association, the Chamber of Commerce and was inter- 
ested in affairs of church, municipality and charity. 


Shomo with Drew 


E. SHOMO has severed his connections as jobbing 

¢ representative of Hunt, Helm, Ferris & Co. of 
Harvard, Ill., to take the position of vice-president and 
general manager of the re-organized Drew Manufac- 
turing Co. of Waterloo, Wis. The Drew company has 
been manufacturing a line of barn equipment at 
Waterloo, for upwards of twenty years, but was re- 
cently bought out, refinanced and reorganized by Chi- 
cago interests. The company manufactures a com- 
plete line of dairy barn equipment, consisting of stalls, 
stanchions, litter carriers, water bowls, pen material, 
etc. : 
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“All’s Fair in Love 
and Business’? ? ? 


EALLY authentic news from Germany 
regarding things which interest the 
American hardware trade has been scarce 
during the past four years. From time to 
time stories have been received by mouth 
or letter regarding conditions in that coun- 
try, but most of them have had to do with 
food, economic and political conditions. Al- 
most nothing as to what the German business 
man is or has been doing has been learned. 
A soldier boy who fought the Hun for 
eighteen months, and who was _ gassed, 
wounded, restored to usefulness and placed 
in the army of occupation, writing to 
America has some interesting things to say 
in regard to the cutlery situation. He has 


been stationed within easy reach of the great . 


cutlery producing section of Germany and 
has made a rather extensive study of condi- 
tions. 

He has learned a lot about the production 
of cutlery and the conditions under which 
the German workman lives, or rather, exists. 
He saw in every house in one particular sec- 
tion of that country a work-shop where the 
family, including ali the children, labored 12 
hours or longer each day. 

He found that each individual work-shop 
specialized on one particular article. Pos- 
sibly it was a table knife, or a razor, scissors, 
a pocket knife, or some kind of a small tool. 
The workers, including the whole family, in 
each instance were supplied with forgings 
and other necessary things and worked night 
and day until they completed a batch of the 
finished products. 

Every so often the finished product was 
collected by a firm calling itself “a manufac- 
turer of cutlery.” This manufacturer’s fac- 
tory expense was virtually nothing, because 
about all he had to do was to place the 


finished scissors, shears or whatever it hap- 
pened to be, in a paper box, and place the 
paper box in a packing case which was stored 
for future use. There was no lighting, power 
or any other expense. 

And when this self-termed manufacturer 
collected the finished product he gave the 
workman a wage that would make an Ameri- 
can commit crime. It was hardly enough 
to sustain life, let alone comfortable living 
conditions. This soldier boy saw work- 
homes or hovels in which sanitation is seldom 
considered. 

The American boy found that these Ger- 


man manufacturers, who before the war sold 
goods in America, were accumulating vast 
stocks of cutlery while he, Frenchy, Tommy 
and the others were treading on German soil. 
He found these manufacturers trying to con- 
tract for ocean freights so that they can 
dump their goods on Americans as soon as 
conditions permit. 

He found these German manufacturers 
glad to talk about their cutlery supplies and 
firm in their conviction that the world must 
and will buy their goods. He talked not only 
with the manufacturers, but also with the 
working people themselves. 

The war is over. The Germans have 
signed the peace papers. They have, if we 
can believe the newspapers, signified their 
willingness to begin reparation. While try- 
ing to make it appear to the world that they 
are willing to do the right thing, they are, 
through other channels, displaying all the 
nauseating characteristics that were so 
shockingly vented on the people of Belgium 
and of France. , 

Hardware dealers of this country are be- 
ing approached by German salesmen who 
show their samples of cutlery and offer goods 
at ridiculously low prices. They do not con- 
fine themselves to any one section of the 
country. Instead, they invade all districts 
where large and important hardware houses 
handling cutlery are located. 

What is their game? Why do they offer 
cutlery at such wonderfully low prices? ; 

The answer is simple enough. Their tac- 
tics in our business life today are just as un- 
fair as were their tactics on the battlefields 
of France. These German interests are not 
so anxious to sell American hardware dealers 
as they are to stop them from buying from 
American manufacturers of cutlery. 

They know they will not be able to do 
actual business with our hardware interests 
for some time. Until that time, they hope 
by their unfair methods to keep the hard- 
ware dealer dissatisfied with treatment given 
him by his American manufacturer. Every 
order they take for cutlery means a customer 
lost to the American manufacturer. 

Will these German interests deliver the 
cutlery they take orders for? 

Possibly. 

But that question will be settled by them 
and not by the American prospective pur- 
chaser. These German interests can, you can 
rest assured, find plenty of excuses for not 
making deliveries of cutlery, clocks, dies or 
whatever it may be. If they have stopped 
the rush to buy American-made cutlery their 
task will have been successful. 

Some of our hardware houses have allowed 
themselves to be convinced these German in- 
terests are playing fair. Others have seen 
through the flimsy pretext at honesty. Still 
others, sincerely patriotic, distrust those Ger- 
man interests on general principle. 

What attitude are you, Mr. Hardware 
Dealer, going to take in the matter? 
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NEW YORK 


OFFICE OF HARDWARE AGE, 
New York, July 14, 1919. 

SALES manager back from a western trip recently, 

quoted a merchant in business for half a century 
in one of the leading western cities as saying, “Mer- 
chandise is hard to get and the best is none too good; 
that when one customer goes out two come in; that 
the need of more merchandise is very apparent, while 
many merchants who assumed that because war had 
ended prices would fall were mistaken.” 

Goods are going up, including some items that war 
had forced abnormally high, where there was recession 
after the signing of the armistice. In certain cases 
some of these goods are again moving upward. 

Another experienced man in a large jobbing house 
in Cleveland confirms the opinion about a heavy demand 
for high-class merchandise, and that business is exceed- 
ingly good. A jobbing establishment in the Central 
West sold over 60,000 pairs of roller skates last year 
and looks for a good fall business with a big trade 
next spring. In ice skates the opinion seems to be 
that while last winter was very mild not many skates 
were carried over because light stocks were purchased. 
A distributor of sporting goods, buying a certain line 
from a salesman, wanted some dog furnishings, of 
which the traveler had neither catalog nor samples. 
Offhand he was given an order for about 25 dozen dog 
collars and approximately 15 dozen harness and dog 
leads because of active trade and excellent prospects. 

Many buyers have been caught napping, expecting 
declines which have not materialized. Consequently 
they find themselves with depleted stocks which they 
are forced to replenish. Salesmen are out on the road 
and the hotels are crowded. One big interest in a very 
staple line of goods in excess of $150,000.000 annually, 
a while ago ordered all salesmen in so that vacations 
would end by the middle of July, although for months 
slack trade had made most of the time a vacation 
period. 

Planes and rules are up about 10 per cent, machine, 
carriage and stove bolts and lag screws are up 5 to 
10 per cent, a stiff advance in sash cord is rumored, 
coffee mills and bathroom fixtures are up 10 per cent, 
and there are expectations of quite a radical advance 
on certain lines of brass goods. Last year’s prices on 
lawn mowers have been confirmed for the coming 
season. 

In a leading New England city, recently, noted for 
hardware manufacture, manufacturers were compelled 
to accept a scale of wages based on 55 hours’ pay for 
50 hours’ work. This means a considerable advance 
in producing cost in the pay roll, which as it passes 
along to the retailer will equal say 33 1/3 per cent or 
more to the consumer. 

Among wholesalers everything is on a vacation basis, 
which means usually under present conditions as busy 
as ever because they are short-handed. So far in July 
there has been no appreciable dropping off, although 
there may be during the latter part of the month. 
There is still no complaint from retailers, who are buy- 
ing liberally. An experienced wholesaler says that 
retailers need not be afraid to buy for the coming season 
if they expect to have goods to sell. Builders’ hard- 
ware is beginning to move freely, which indicates more 
construction, and trade in mechanics’ tools is greater. 
The season, it is said, has been unusually good for 
screen wire, fencing, poultry netting and kindred lines, 
so that jobbers are pretty well cleaned up on that 
class of material. Goods are still being shipped rather 
slowly by manufacturers. While the railroads have not 
fallen backward in deliveries, they are still slow on 
transportation. Collections are good, and the percent- 
age of retail merchants discounting bills is on the 


increase. The weather lately in this territory has been 
fine for business. 

Linseed Oil.—Since our last issue there has been an 
advance of 17c. per gal. in linseed oil with no certainty 
that it will not go higher, from present indications, 
current quotations being for up to October inclusive. 
That does not indicate, however, that there will not be 
further advances. Some crushers are offering oil for 
winter and spring months at a discount from these 
prices, based on the growing crop to be harvested in 
the fall. For instance, for November to April next at 
$1.95 per gal. in carloads and $1.98 for smaller quan- 
tities. The paint trade is making unusual demands on 
the crushing industry for oil and it is likely to expand 
instead of diminishing. Manufacturers of linoleum and 
oilcloth are active users but the paint industry is rush- 
ing and business is very heavy. Likewise the demand 
for oil cake is urgent, which is a good sign as it helps 
to keep down the price of oil, because the less received 
for oil cake, a by-product, the more must come from 
the oil produced. 


Linseed oil prices are as follows for city brands and state 
and Western raw oil, namely: In 5 or more bbl., $2.15; less 
than 5 bbl., $2.18, and in carloads, $2.12 per gal. 


Wire Nails.—The demand from building sources is 
growing constantly. In this locality there is increased 
activity in house building, especially on Long Island. 
In outlying sections of Brooklyn, such as Flatbush and 
Brownsville, more residences are going up. There also 
appears to be some revival in construction in New 
Jersey but evidently rather moderate so far. There is 
a little export in small lots on resale business from 
jobbers, but as a rule, as is almost universally the case, 
such business is handled by the mills direct. 

Wire nails, in or out of store, are held at $4.10@$4.25 base 
per keg, according to circumstances. 

Cut Nails—The general situation in cut nails is 
about as it has been, with a stronger demand and light 
stocks of nails with which to satisfy it, the demand 
surpassing the output. There is a growing shortage 
in 8d flooring nails, and in some cases makers are three 
weeks filling orders. One distributor in receipt of a 
carload on July 3, which was ordered June 13, shipped 
350 kegs of the lot from the sidewalk, and the balance 
was soon exhausted. 

Cut nails, in or out of store, are $5.75 base per keg. 

Naval Stores.—The demand in Southern territory for 
overseas has again stiffened the market, which recently 
has been going upward daily, the latest increase being 
2c. per gal. Stocks, locally, are light and the demand 


active. 

Turpentine, in yard, is now $1.05 per gal. 

Rosin continues active for all qualities, with increasing 
tendencies. but so far with few changes in quotations re- 
cently. Rosin, common to good strained, in yard, on the 
basis of 280 lb. per bbl., is $16.25, and D grade, $16.30 per bbl. 


Rope.—There is little change in the hemp fiber situa- 
tion, and the markets are firm. The demand for rope 
seems to be increasing, and in some instances we learn 
of more activity in output. Some distributors who 
were complaining a few weeks ago now tell of con- 
siderable improvement. Rope makers say that the 
future of the raw fiber market is hard to forecast and 
prices will depend very largely on that. i 

Rope makers, who also make commercial twines, say 
they are greatly rushed to meet the demand: 

Rope prices are as follows: Manila rope, “-in. diam, and 
larger, highest grade is 27c.; second grade, 26c., and hard- 
ware grade, 24c. Sisal rope, %4-in. diam. and larger, highest 
grade, 23c., and second grade 20c., base per Ib. Sisal, hay, 
hide and bale ropes, medium and coarse, are, first quality, 
231%c., and second quality, 20%c. base per Ib. 

Window Glass.—Business in this line is looking up. 
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It has been improving for nearly two months but in 
the past month the volume of orders has been prac- 
tically normal. Trade is developing from all sections 
and it is accepted by merchants that present prices 
will continue with no fear of a slump in the market 
from over-production. Jobbers and sash and blind 
houses are experiencing a better business. Their pur- 
chases are to satisfy existing needs and not for specu- 
lative purposes. Those who want to be in a position for 
the prompt execution of orders will do well to consider 
anticipating their wants for the next few months which 
will place them in a better position to make prompt 
shipments if the glass is in their own warehouses rather 
than in the possession of makers. 

We are advised that the larger portion of 1919 pro- 
duction has been made, and while some further glass 
will be manufactured in the last six months, the per- 
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centage will be no greater than a third of the total, 
possibly less. Therefore, stocks will dwindle and orders 
can be better filled now than if delayed. The indica- 
tions are that there will be no surplus stock and little 
likelihood of decline and changes, if any, are expected 
to be upward. At the recent annual meetings in 
Atlantic City of manufacturers it has been referred 
to as the largest and most optimistic gathering in the 
history of the organization. Addresses by makers and 
wholesalers were indicative of greater confidence. It 
was commonly stated that the demand was excellent 
and the signing of peace treaties has greatly helped the 
situation. 

Window glass prices at present are as follows, namely: 
Single strength A and B, all sizes, 77 per cent; double 
strength A, all sizes, 79 per cent, and double strength B, all 
sizes, 81 per cent from jobbers’ list. 


CHICAGO 


OFFICE OF HARDWARE AGE, 
Chicago, July 11, 1919. 

ee in the hardware trade were never 

better. Each week shows improvement. Jobbers 
continue to be away behind with their orders and are 
working their office force overtime in the shipping and 
order departments trying to clean up their back orders. 
They have never before: been called upon to supply 
such a varied line of merchandise in so short a time 
and the size and quantities on the orders have mate- 
rially increased during the past month. Vacation pe- 
riod is in full swing. There is a serious shortage of 
help. 

Stocks of fishing tackle and sporting goods have been 
moving very fast, as nearly everyone took advantage of 
the Fourth of July three-day holidays (all stores being 
closed Saturday), going to the country for an outing. 

Sales on builders’ hardware have been somewhat cur- 
tailed during the past week, owing to a carpenter strike. 
Carpenters who are now receiving 80c. per hour de- 
mand $1 per hour. Contractors have agreed to 92%c. 


to September and from September 1 on $1 per hour. 
Carpenters refuse to accept this settlement and are de- 
manding $1 per hour to take effect immediately. Un- 
less this strike is adjusted at once there will be very 
little new work started and the old work will be held 
up. It is expected that the contractors will grant the 
demands of labor. 

There is some dissatisfaction among the farmers in 
the wheat belt and they are asking for the immediate 
repeal of the $2.26 per bushel guarantee. They feel 
that the Government is paying them a price below what 
they could obtain in an open market. There are thou- 
sands of letters pouring in on the Senators and Con- 
gressmen from the Middle West urging that the price 
regulations be discontinued and that the farmers be 
allowed to sell their wheat without restraint of price, 
as they feel that if the Government kept out of the mar- 
ket and permitted it to operate on pre-war scale they 
would be receiving considerably more than $2.26 per 
bushel for their wheat. The Government so far has 
made a profit of twenty-three million dollars:on wheat 








Mill and Hardware Supplies 


The second and fourth issues of each month 


SAWS AND FRAMES— TRUCKS—Warehouse, «c. 


Hack— McKinney Mfg. Co. : each, net 
Baws, 6 to 14 tn. inc.......25% No. 1, $21.50; No. 2, $18.50; 
Saws, Machine Blades, No, 3, $15.50. 


12 to 14 in.......+..-10&10% 


contain 7 other pages of hardware prices 


BARS—Crow— 


Steel Crowbars, 10 to 40 ibd., 
8% @9%¢ 
Pinch Bars, 10 to 40 Ib., 


8%H@9%¢ 
BEAMS—Scale— 
Chatillon’s No. 1, 
List Sept. 25, 1918 
200 3800 400 600 1000 lb. 
$3.00 $4.00 $6.00 $8.00 $14.00 


Chatillon’s No. 2.....-+0+06% 25% 
& W., 
List Sept. 25, 1918—16% % 
Sargent & Co., 


List Sept. 7, 1918—16% 
BELTING—LEATHER— 


From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 0z....85% 


Belting, Heavy, 16 oz...... 40% 
Belting, Medium, 14% oz...45% 
Belting, Light, 13 oz.......50% 
Becond Quality, Sides.......55% 


Second Quality, Shoulders... .60% 
Out Leather Lacing, Strictly 
SE ae 45% 
Leather Lacing Sides, per sq. 
ft. Raw Hide, No. 1 in 
sides 17 sq. ft. and over...47¢ 


Onder 17 8@. ft.ccccccceee 45¢ 
Rubber— 
Competition (Low Grade) .50&10% 
EE ee 40&10% 
ee rey 85% 

BLOCKS—Tackle— 

Common wooden.........+5+ 30% 
PONE. 60 00 csc wvien s 00:60 60% 30% 
Drill— 

Athol Machine Co.: 
Drill Blocks.......... List net 
Bolts— 


Carriage, Machine, &c.— 
Oommon Carriage (cut thread): 
% @ 6, and smaller...40&10% 
Common Carriage (rolled thread): 
3% @ 6, and smaller. .40&10&5% 
Larger or longer. ..80&10&10% 
Phila., Eagle, $3.00 list... .60 
Bolt Ends, H. P. Nuts...... 
Machine (cut —— 
% @w 4, and emalier...... 
Larger or longer......... 
CHAIN—Prooef Coil— 
American Coil, Straight Link: 
3/16, $18.00; %, $15.00; 5/16, 
$12.50; . 11.00; 7/16, 
$10.50; %, $10.25; 5%, $9.75; 
%, $9.50; %, $9.25; 1 in., 
$9.00. 





DRESSING—Belt— 
Jobbers’ Mfg. Company: 
Blue Ribbon, Stick, 1. .30¢ 
Paste, 5 & 10 I. cans, 
OF Missccesoes povescences 80¢ 
Liquid in gal. cans, ® gal.$3.00 
DRILLS AND DRILL 
STOCKS— 
Twist, Bit Stock....... 50&10% 
a — and Straight 


Oe sennccciansenses -45% 
Wire Gauge, Jobbers’ and R. 8. 

Blacksmtth ..crcccccceces 45% 
Brace Drills for Wood...50&10% 
EMER Y—Turkish— 

Out of market at present time. 
Domostte, 1B. ccocorcs eoccces kee 
HAMMERS AND 

SLEDGES— 

3 3 8 Sree 45&5% 
a ee 45&10% 
OILERS— 


Steel, Copper Plated........60% 
Chace, Brass and Copper....10% 
Railroad, coppered.....383%&5% 
Chace, Zine Plated. 

Railroad, brass ... + »-20&5% 


PICKS AND MATTOCKS— 





us, MOTELS CORTES 30% 

Contractors’ Picks.......... 25% 

ROPE— 

Eastern Retail Trade. Per ib. 

Manila, % in. diam. and larger: 
ee See 27¢ 
A AA 26¢ 


Second Grade ..........++ 20¢ 
Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First quality, 23%¢; onent 


quality .... 
Sisal, Tarred, Medium Lath 
rn: 


arn: 
ow Te 23¢ 
Second quality .........6. 20¢ 
Cotton Rope: 
Best 5/16-in and larger. 
49@50¢ 
Medium, 6/16-in. and larger, 
47@48¢ 
Third Gr., 5/16-in. and 
PO 46¢ 
Jute: 
No. 1, %-tn. and up...... 19¢ 
No, 2, %4-in. and up..... 17%e 


Saw Frames— 
Tron, adj., per dozZ.......+. ; 
Steel, adj., 8 to 12 in., per doz., 
17.02 
Steel adj., steel hdle., per doz., 


Adj. Pistol-Grip, per doz...$17.80 


SCREWS— 

Coach, Lag and Jack— 
Lag, Cone Point......... 50&10% 
Coach, Gimlet Point..... 50&10% 

Jack Screws— 
Standard TAst........000. 40&5% 
Machine— 

Cut Thread, Iron, 
Flat Head or Round Head, 
60&10% 
Fillister or Oval Head, 
50&10% 


Brass: 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Head, 
40&10% 
Rolled Thread Iron, F. H. or 
3 ARR Sere: 80&10 
Fillister or Oval Head....80% 
Rolled Thread Brass: 
pareseed 60&10 
60% 


Set and Cap— 
Bet (IVOR) .cccscveas 6635 &7 % % 
Set (Steel) net advance over 
RP er oeeean 25% 


Wood 
Flat Head, Iron...77%&10&10% 
Round Head, Iron...75&10&10% 
Flat Head, Brass... .60&10&10% 
Round Head, Brass .57 4&10&10% 
Flat Head, Bronze... .55&10&10% 


Round Head, Bronze 
524% &10&10% 

STOCKS, DIES AND 

TAPS— y 
Bebe covccccccvcvcescecccs -10% 
Hand Taps, % to 1 in......45% 
Hand Tape, smaller than % 

a: a5, 5ab 005 bee +eangsae 5% 
M. 8. Taper Taps, No. 2 to 

12 in. inc..... ce cce es B5&5% 
M. 8. Taper Taps, larger... .50% 
TURNBUCKLES— 


No. 195, Japn’d, per dozen.$1.20 
National Mfg. Co. Screen Door. 


WASHERS—Cast— 
Over %-tnch, barrel lots, per 
100 1b. cccccc tee S00 


Iron or Steel 


Per 100 lb. 

Size bolt 5/16 
Washers $13.40 12.50 11.40 
11.20 11.10 

WRENCHES— 
Agricultural ......... eee 140% 
Alligator or Crocodile.... 50% 
Dree- Forged B.cccccccececsae 


Stillson pattern........+-60&5% 
Genuine Walworth — 
1&1 


0% 
METALS— 
Tin— 

Straits, pig ....... eee T4Q@7T5¢ 
BOE cocccccccccccccc cc cOMeue 

American pig, 99 per cent, 
T0@72¢ 

Copper— 

Lake Ingot ........ «+++ -18@19¢ 
Electrolytic ........174%@18%¢ 
Casting ........ sseeee es lL T@18¢ 
Spelter and Sheet Zinc— 
Western spelter ......... 8% @9¢ 


Sheet Zinc, No. 9 base, cast 
12¢; open, 13¢, ‘ 


Lead— 

American pig....Per lb., 6@6%¢ 
Oe escacnewes Per lb., 74 @8 he 
Solder— 

% x % guaranteed.......... 45¢ 
Mes 2 cvsvecsucseeserseee . -40¢ 
BORO oie cecdcvevesscesecs 34¢ 


Prices of solder indicated by 
private brand vary according to 
composition, 


Babbitt Metal— 


Commercial grade, ‘per ib. ...809 
Antimony— 

Asiatic, per T......ceeeeee o%e 
Aluminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per lb...... 37@80¢ 











UMI 


July 17, 1919 


sold to foreign countries. This money is being turned 
back into the revolving fund to be used in further 
carrying out of the guarantee. 

Collections continue to be excellent and cash sales are 
well above normal. 


Axes.—There has been no change in the situation as 
to axes since last reported. Dealers are very reluctant 
about placing orders for future delivery, as they evi- 
dently feel that present prices on axes are too high. 
However, manufacturers claim that their cost of produc- 
tion is increasing every day and that lower prices will 
not prevail this season. 


We quote from jobbers’ stock, f.o.b. Chicago: First quality 
single bitted axes, 3-lb. to 4-lb., $14 per doz. base. 


Alarm Clocks.—The demand for alarm clocks is just 
as heavy as ever and jobbers are unable to secure 
enough clocks to meet their present demands. Dealers 
who order in large quantities are unable to obtain full 
deliveries, as the jobber is obliged to cut down the quan- 
tity in order to procure as wide a distribution as pos- 
sible. Manufacturers of alarm clocks continue to be 
eight or nine months behind with their orders and can 
give no assurance as to when they will be able to make 
better delivery. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Amer- 
ican Alarm Clock, in less than dozen lots, $11.04 per doz. ; 
dozen lots, $10.64 per doz.; case lots of 4 doz., $10.37 per 
doz. Lookout Alarm Clocks, less than dozen lots, $13.87 per 
doz.; dozen lots, $13.46 per doz.; case lots of 2 doz., $13.07 
per doz. Tattoo Alarm Clocks, dozen lots, $24.95 per doz. ; 
case lots of 50, $24.35 per doz. Slumber Stopper, radium 
— dozen lots, $32 per doz. Big Ben and Baby Ben, $2 
eacn, 

Babbitt Metal—There has been no change in prices 
on babbitt metal since last reported. The demand con- 
tinues steady and while dealers are not disposed to stock 
up at present prices, they are in the market nearly 
every week. Stocks in general are low but the aggre- 
gate sales are very satisfactory. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, in full boxes, 9c. per lb.; Revenoc brand, in 
full boxes, 18c. per Ib 

Coil Chain.—The haying season is always a good sea- 
son for the sale of coil chain and this year has proven 
no exception. Dealers who thought they had plenty of 
chain on hand to carry them through the year, now find 
that their stocks are being rapidly depleted and are 
coming into the market with repeat orders. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
proof, fire welded coil chain, %-in., 8%4c. per Ib 

Eaves Trough and Conductor Pipe.—Manufacturers 
of eaves trough and conductor pipe state that they have 
booked an unusually large amount of business for im- 
mediate and future delivery and that they are working 
their plants full time to keep up with the demands. Job- 
bers are marketing this product in good volume and 
have fair stocks on hand. Present prices are being held 
firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, 
lap joint eaves trough, 5 in., $5.15 per 100 ft.; 29-gage con- 


ductor pipe, 3-in, $6 per 100 ft. These prices are for full 
crate lots. 


Standard 


Files.—The discount on files is the same as last re- 
ported and the volume of business being done is increas- 
ing very materially. Sales are especially heavy from the 
farming districts, as the farmer uses large quantities of 
files during the haying and harvesting season. Manu- 
facturers of files are making very good deliveries with 


‘the result that the jobbers have fair stocks on hand. 


We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson 
files, 50-214 per cent discount; New American, 50-10-5 per 
cent discount; Disston, 50-5 per cent discount; Black Dia- 
mond, 50 per cent discount. 

Glass, Putty and Glaziers’ Points.—Retail sales on 
glass, putty and glaziers’ points which were far below 
normal during the war have taken a sudden turn and 
dealers are flooded with orders. It is apparent that 
there will be a shortage of glass and it would not be 
surprising to see higher prices prevail. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single strength B, first 
three brackets, 77 per cent off; all sizes of double strength 
A, 79 per cent off. 

We quote from jobbers’ stocks, f.o.b. Chicago: Putty, in 
100-lb. kits, $94.25; glaziers’ points, No. 1, No. 2 and No. 3, 
1 doz. to a package, 65c. per pkg. 

Guns and Ammunition.—Manufacturers of single bar- 
rel guns have advanced their price 25c. each. How- 
ever, the jobbers are holding to the present price, but 
no doubt will be obliged to advance in the near future. 
Jobbers state that they have a limited supply of the 
Savage Automatic Pistols and are limiting the sale of 
one to a customer for current shipment. They however, 
are allowing their salesmen to take orders for future 
shipment, as they expect to have a good stock on hand 
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about August first. There is a great demand for fire 
arms of all kinds and very satisfactory sales are being 
made. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar- 
rel competition shotguns, 12-gage, 30 or 32 in. barrels, plain 
extractor, $7.15 each; with automatic ejector, $7.40 each; 
Standard shotguns, 12-gage, 30 or 32 in. barrel, plain ex- 
tractor, $8.35 each; with automatic ejector, $8.75 each; 


double barrel guns, 12-gage, with hammers, $i7 each; ham- 
merless, $20.25 each. No discount. 

No. 22 short semi-smokeless cartridges, $5 per thousand ; 
No. 22 short semi-smokeless, rim fire, $11.75 per thousand ; 
No. 22 long semi-smokeless, $6 per thousand; No. 32 long 
semi-smokeless, rim fire, $13.50 per thousand. Discounts, 
10-71% per cent. Peters’ target shells, smokeless, 5 drams 
powder, 1% oz. shot, 1 to 10, $40 per thousand; Peters’ 
Referee semi-smokeless, 3 drams powder, 1 oz. shot, 1 to 10, 
$37 per thousand. Discounts 15. 

Galvanized Ware.—Market conditions on galvanized 
ware are about the same as last reported. During the 
harvesting season large quantities of pails are used with 
the result that country merchants are placing orders 
for large quantities. Sales on tubs are also very satis- 
factory. 

We quote from jobbers’ stocks f.o.b. Chicago: Standard 
galvanized tubs, No. 0, $7.15 per doz.; No. 1, $8.80 per doz. ; 
No. 2, $10 per doz.; No. 3, $11.55 per doz.; medium grade 
heavy galvanized tubs, No. 100s, $13.25 per doz.; No. 200s, 
$15 per doz.; No. 300s, $16.75 per doz.; common galvanized 
pails, 8-qt., $2.70 per doz.; 10-qt., $3.10 per doz.; 12-qt., $3.35 
per doz.; 14-qt., $3.75 per doz.; 16-qt., $4.65 per doz. 

Garden Hose.—As there has been very little rain in 
this section during the past week, and with the ther- 
mometer well above ninety, naturally the demand for 
garden hose has been unusually heavy. Manufacturers 
who carry a stock in Chicago have been called upon to 
supply rush orders for nearly all of their trade and deal- 
ers who felt they were amply supplied earlier in the sea- 
son ran out of hose and are in the market with repeat 
orders. 

We quote from jobbers’ stocks, f.o.b. Chicago: Crow brand 
Competition hose, not guaranteed, in 50-ft. lengths, 10c. per 
ft.; 3-ply, %4-in. guaranteed hose, 12c.; 3-ply, %-in. guar- 
anteed hose, 15144c.; 4-ply, %-in. guaranteed hose, l4c.; 
4-ply, %-in. hose, 17c. 

Wood Handles.—There has been very little change 
in the situation as to wood handles. The demand is just 
as heavy as ever and prices are being well maintained. 
Jobbers have only fair stocks on hand and deliveries 
from manufacturers are slow. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hick- 
ory axe handles, $3.75 per doz.; No. 2 hickory, $3 per doz. : 
extra quality hickory, $4.50 per doz.; No. 1 railroad pick 
handles, $4.50 per doz.; second growth hickory hatchet and 
hammer handles, 14-in., $1.50 per doz.; medium quality, 
14-in., 85c. per doz. 

Jack Screws.—Labor troubles existing among the 
building trade has curtailed somewhat the sale of jack 
screws. There continues to be a good demand from 
road contractors, as a great amount of new road work 
is well under way. Jobbers have fair stocks on hand 
and present prices are being held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Jack screws, 
standard makes, 40-10 per cent discount from lists. 

Lanterns.—Sales on lanterns both for immediate and 
future delivery continue to be excellent. It is very no- 
ticeable that the higher grade lanterns are in better de- 
mand. Dealers were expecting lower prices on lanterns, 
but manufacturers state that present prices will hold 
good for the balance of the season. It is expected that 
there will be a shortage of lanterns a little later on. 
Dealers are advised to anticipate their wants if they 
have not already done so. 

We quote from jobbers’ stocks, f.o.b. Chicago: Competi- 


tidn lanterns, No. 0 tubular, $6 per doz.; No. 2 tubular cold 
blast, $8.65 per doz. 


Lace Leather.—During the harvesting and haying 
season the demand for lace leather is always good. Re- 
port of sales for this season show that lace leather has 
been in greater demand than in any previous season. 
Jobbers are carrying fair stocks and able to fill all or- 
ders promptly. Present prices are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Raw-hide 
lace leather, %-in., $1.65 per 100 ft.; 1%4-in., $2 per 100 ft.; 
Chrome lace leather, %-in., $1.20 per 100 ft.; %4-in., $1.50 
per 100 ft. 

Nuts and Bolts.—The market on nuts and bolts is very 
firm and there is a strong undertone to the market. 
The cost of production is increasing daily and prices no 

Nuts and Bolts——The market on nuts and bolts is very 
rapidly during the past ten days and sales are around 
normal. There has been a tendency on the part of the 
trade to hold off and order in small quantities at pres- 
ent prices, but the general feeling now prevails that the 
price on bolts will be well maintained. 

We quote from jobbers’ stocks, f.o.b. Chicago: Machine 
bolts up to % x 4 in., 50-10-5 per cent off; larger sizes, 40-5 
per cent off; carriage bolts, up to % x 6 in., 50-5 per cent 
off; larger sizes, 30-10 per cent off. Lag screws, 50-10 per 


- off; stove bolts, 75 per cent off; tire bolts, 60 per cent 
off. 
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Wire Nails.—The nail mills report that they have been 
booking very satisfactory orders and that specifications 
are runing much heavier. There is a general feeling 
among the trade that prices on nails will go higher and 
there is a possibility of higher prices being put into 
effect. Jobbers have good stocks on hand and report 
that deliveries are very satisfactory. Roofing and 
special nails continue to be very hard to obtain and 
common nails are plentiful. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
cag $3.90 per keg base; cement coated nails, $3.50 per 
keg base. 


Rope.—Trade in rope is very active and jobbers re- 
port that very satisfactory business is being done. 
Dealers, however, are only ordering for their immediate 
requirements, as there is a feeling that prices on rope 
may go lower. Manufacturers state, however, that ow- 
ing to the present price on manila fibre and the high 
cost of production, there is very little profit on rope at 
the present prices. Stocks in general are good. 


We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 ma- 
nila rope, 2714c. per lb. base; No. 2 manila, 264c. per Ib. 
base: No. 3 manila, 24%4c. per lb. base; No. 1 sisal, 23%4c. 
per lb.; No. 2 sisal, 201¢c. per Ib. 


Roofing and Building Paper.—Even at the advanced 
prices, jobbers state that they are doing a good volume 
of business and the demand for roofing and building 
paper, while not as heavy as earlier in the season, is 
very satisfactory. It is expected that the business will 
not run as heavy at this season of the year, as farmers 
are too busy with the haying and harvesting to pay 
much attention to repair work. Dealers, however, can 
expect a heavy demand a little later in the fall, as the 
farmers will have plenty of time and money. 

We quote from jobbers’ stocks, f.o.b. Chicago: Certain- 
teed roofing, one-ply, $1.63 per sq.; Certain-teed roofing, two- 
ply, $2.14 per sq.; Certain-teed roofing, three-ply, $2.65 per 
sq.; Major roofing, one-ply, $1.28 per sq.; Major roofing, 
two-ply, $1.69 per sq.; Major roofing, three-ply, $2.10 per sq. ; 
Sentinel roofing, one-ply, $1.03 per sq.; Sentinel roofing, two- 
ply, $1.24 per sq.; Sentinel roofing, three-ply, $1.45 per sq.; 
tarred felt, $2.75 per 100 lb.; red and gray rosin paper, $45 
per ton. 


Spark Plugs.—As a great many tourists are spend- 
ing their vacations in their cars and are tuning them 
up for long trips, the first thing that they require is new 
spark plugs. The result is that jobbers have been ship- 
ping out spark plugs in large quantities. Manufacturers 
are behind with their orders and deliveries are slowing 
up. Dealers’ stocks are low and are in the market 
nearly every week with repeat orders. Prices on spark 
plugs are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules 
Giant, lots of 1 to 50, 65c. each; lots of ’50 to 100, 62%c. 
each; lost of 100 and upward, 60c. each; Hercules Junior, 
lots of 1 to 100, 40c. each; lots of 100 to 150, 37%c. each; 
lots of 150 and upward, 35c. each. Hel-Fi standard spark 
plugs, lots of 1 to 50, 45c. each; lots of 50 to 100, 42%c. 
each; lots of 100 and upward, 40c. each; Hel-Fi Superspark 
plugs, lots of 1 to 50, 65c. each; lots of 50 to 100, 62%c. 
each; lots of 100 and upward, 60c. each. 


Sand Paper.—A very steady demand for sand paper is 
noted and sales are normal. Manufacturing plants con- 
tinue to use sand paper in good volume. Jobbers have 
fair stocks on hand and report that deliveries from the 
manufacturers are good. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 


No. 1 sand paper, best grade, $5.40 per ream; cheaper grade, 
$4.85 per ream. 


Solder.—Stocks of solder are normal with a very 
steady demand. While dealers are not inclined to stock 
up at present prices, jobbers report that the aggregate 
sales are very satisfactory. The automobile and tin 
shops are using solder in fair quantities. There has 
been no change in price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Warranted 


50-50 solder, case lots, 40c. per lb.; No. 1 plumbers’ solder, 
case lots, 34c. per lb. 


Steel Sheets.—Mills report that their operations are 
steadily increasing and from all indications they will 
be back to full capacity very shortly. There is a tend- 
ency on the part of the large buyers to cover their re- 
quirements for the next three months, as there is a feel- 
ing that prices on steel sheets will not go lower, and 
there is a possibility of higher prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 28 
ee $5.37 per 100 lb.; No. 28 galvanized, $6.72 per 


Sash Weights.—Present prices on sash weights are 
very firm and while the demand has been cut down 
owing to strikes in the building trade, very satisfactory 
orders are being booked for delivery a little later on in 
the season. Manufacturers have fair stocks on hand, 
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but jobbers and dealers are carrying very few sash 
weights. 
We quote from jobbers’ stocks, f.o.b. Chicago: Sash 


weights in ton lots, $44 per ton; in less than ton lots, $46 
per ton. 


Stove Pipe and Stove Board.—Jobbers have instructed 
their salesmen to work the stove pipe and stove board 
business hard right now, for the simple reason that they 
predict that they are going to be crowded when the sea- 
son opens and dealers should not expect them to ware- 
house enough stock to last them during the season. 
Manufacturers are working full time and have enough 
orders booked ahead to keep them busy during the bal- 
ance of the season. 

We quote from jobbers’ stocks f.o.b. Chicago: Stove 
pipe, 30-gage, 6 in., $14.50 per 100; 28-gage, 6 in., $17.25 per 
100; elbows, heavy corrugated, 6 in., $1.80 per doz.; medium, 
6 in., $1.50 per doz.; common adjustable, $1.60 per doz. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square 
crystal stove board, wood lined, 24 x 24, $11.05 per doz.; 
26 x 26, $13 per doz.; 28 x 28, $15.25 per doz.; 30 x 30, 
$17.15 per doz.; 33 x 33, $20.65 per doz.; 36 x 36, $24.65 per 
doz. Square crystal stove boards, paper lined, 18 x 18, $5.90 
per doz.; 24 x 24, $7.15 per doz.; 26 x 26, $7.85 per doz.: 
28 x 28, $8.75 per doz.: 30 x 30, $10.40 per doz.; 32 x 32. 
$12.30 per doz.; 35 x 35, $15.35 per doz. Prices subject to 
10 per cent discount in case lots. 


Tacks.—Both jobbers and retailers report a very 
satisfactory business being done. Upholsterer firms are 
in the market for large quantities of tacks in bulk, while 
the sales of the retailers are of the package variety. 
Jobbers have good stocks on hand and report very 
prompt deliveries from the mills. 

We quote from jobbers’ stocks, f.o.b. Chicago: Upholster- 
ers’ tacks, 6-0z., 25-lb. boxes, 154%4c. per Ilb.; bill posters’ 
tacks, 6-0z., 25-lb. boxes, 15c. per Ib. 


Wheelbarrows.—Dealers who generally order wheel- 
barrows in half dozen lots are now ordering in from 
three to five dozen lots and are selling them about as 
fast as they can get them delivered. The heavy de- 
mand is expected to continue right straight through 
until fall, as there is yet a great amount of road work to 
be done. Jobbers’ stocks are broken and deliveries from 
the manufacturers are slow. 

We quote to retailers, f.o.b. Chicago: No. 4 tubular bar- 


rows, all steel, $7 each; common tray or stave barrows, $2.25 
each; angle leg garden barrows, $4 each. 


Wire Products.—Never before has wire cloth been in 
such great demand. Jobbers’ stocks are badly depleted 
and they have been depending upon -the manufacturers 
for cloth during the past three weeks. There is very 
little cloth being carried over into next season. 
Naturally sales on barb wire are rather slow at this 
time of the year, as the farmers have no time to build 
fences. Jobbers have been able to accumulate fair 
stocks of both barb wire and staples. The demand for 
poultry netting which is usually over at this season of 
the year continues to be very fair. Prices on all wire 
products are being held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Painted 
barb wire, $4.05 per 100 lb.; galvanized barb wire, $4.75 per 
100 lb.; No. 9 plain wire, $3.65 per 100 lb.; No. 9 galvanized 
wire, $4.35 per 100 Ib.; staples, plain polished, $4.05 per keg. 

We quote from jobbers’ stocks, f.o.b. Chicago: Poultry net- 
ting, galvanized before weaving, 50 per cent discount; gal- 
vanized after weaving, 45 per cent discount. 

Wire Cloth.—We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 12-mesh black, from $2.15 to $2.25 per 100 sq. ft. 
base. This price is for sizes from 24 in. to 48 in. Sizes 


below 24 in. are 10c. per hundred higher, sizes above 48 in. 
are 40c. per hundred higher. 


Game Traps.—Jobbers state that a great many deal- 
ers have not as yet placed their orders for game traps. 
Local jobbers are allowing full freight in barrel lots. 


We quote to retailers, f.o.b. Chicago, game traps as fol- 
lows: 


Per Doz. 

Per Doz. 
Victor— With Without Newhouse— with 
Size Chains Chains Size Chains 
WO. Oss $1.40 $1.07 re Soe $3.28 
MG. Disses 1.65 1.23 1 een sh Nearer 3.85 
No. 1%... 2.48 1.98 eS Sa ee erage ere 4.48 
Os Be 60:42 3.46 2.96 A: OAR ree a ea 4.88 
ee ere 4.89 4.19 Det ASR ct Nak awn 5.78 
| a eres 5.87 5.16 WO BEG oe ov aecaes 6.93 
a ee 2.32 1.89 eS RE io og 5 ate oe 7.33 
No. 91%... 3.29 2.81 |” ie RSA een Ayer 8.54 
Oneida Jump— a | eres eee 13.44 
Me  Cie.s.a 0:8 $1.91 $1.46 ae ree eee 10.56 
a eee 2.25 ° 1.69 RM TD cy toa arin os viete 11.39 
No. 1%... 3.36 2.69 MO BUG 6 ia eee es 15.05 
MO... -Baes00% 4.94 4.23 EY Eee herr 13.44 
a 6.58 5.63 MGs BRE ct knw ces 33.75 
a errs 7.75 6.80 a eee ree ee 100.00 
pe | ee 2.81 2.23 DP ORs slateencese 227.81 

No. 91%... 3.99 3.28 
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BOSTON 


Office of HARDWARE AGE, 
Boston, July 12, 1919. 


ype peony are good here in New England, and 
so far as we have been able to discover there is not 
a retail hardware dealer in this section of the country 
in financial difficulites. The wholesale and retail shelf 
hardware business is good, prices on goods, generally 
speaking, are firm and tending upward. The art of 
“kicking about things” virtually has been lost. About 
the only thing lacking in this garden of business eden 
is the hard stuff, and somehow everybody apparently is 
getting along wonderfully well without it. 

In making the rounds this week we have discovered 
that some of the leading manufacturers of hardware 
are adding an extra charge on parcel post shipments. 
For instance, Henry Disston & Sons has notified the 
jobbing trade here that hereafter it will charge 3 per 
cent on all such shipments. Such a policy bears only 
on the jobbing trade, but its announcement should be of 
interest to the retail dealer for in time he possibly will 
be called upon to at least share the cost. The jobbing 
trade has not even considered asking the retailer to pay 
this added cost, but he may some day. Here is the rea- 
son. Mr. Jobber gets an order from Sam Jones of 
Bangor for 35 key blanks. These key blanks cost the 
jobber, we will say, 1c. each, and he sells them for 1'4c. 
His apparent profit on this transaction is, therefore, 
17%c. But after Sam Jones’ order has passed through 
a dozen or more different departments in the jobbing 
house, and the parcel post stamp has been affixed to the 
package for Sam Jones, and one figures the general 
overhead store charges, Mr. Jobber is not buying many 
Pierce Arrows with the proceeds from his sales of key 
blanks. 

Now suppose Mr. Jobber is carrying key blanks in 
his price lists, but happens not to carry them in stock. 
He orders the goods from the manufacturer and in- 
structs him to parcel post the order direct to Sam Jones 
at Bangor, which the manufacturer does and adds the 
cost of postage to Mr. Jobbers’ bill. Mr. Jobber has to 
write a letter to the manufacturer, and put a 2c. stamp 
on the envelope. In such a case the net profit on the 
key blanks is reduced, but not to the extent it is if the 
order is handled direct by the jobber. It is true that 
in this particular example we have picked an article of 
hardware on which the margin of profit is comparatively 
small. On many other things the jobber can well afford 
to stand the postal charge, but the retail dealer should 
remember the jobber is mailing hundreds of packages 
to the trade every week, and his postage bill is a large 
one. Some day he may announce the retail dealer must 
share this expense. He may never do it, but it is just as 
weil for the retail dealer to be thinking the proposition 
over. 

The local heavy hardware district is suffering from a 
severe case of vacationitus, and for that reason goods 
are moving out of stock in comparatively small amounts. 
Vacations are in order now as the trade expects to have 
an extremely busy fall and winter and it desires to have 
houses in perfect working order when the rush comes. 
As a result there is some accumulation of unfilled orders 
here, which probably explains why some consumers are 
not getting goods as fast as anticipated. It is doubt- 
ful if the supply business is as good as it was a year 
ago, and it is certain it is costing the supply houses 
more money to do business than it was in 1918. But as 
compared with pre-war years, trade is satisfactory, and 
retail hardware concerns handling supply house goods 
certainly have no kick coming. 


Automobile Accessories.—Aside from a slight re- 
adjustment in prices for wheel chains, automobile ac- 
cessories values have not changed since last reports. 
Inner tubes, tires, pumps, spark plugs, fuses, repair 
parts, lenses, in fact everything in the accessories line 
is still going big. We are sorry to note, however, that 
the garage trade is much heavier than the retail hard- 
ware, and yet at the same time the latter, taken as a 
whole, are doing a much larger accessories business 
than they were a year ago. It is interesting to note 
that in the six months ending June 30, last, 162,642 pas- 
senger cars and 37,220 auto trucks were registered in 
Massachusetts, as against 137,134 and 29,700, respect- 
ively, for the corresponding period last year. For the 
same period 23,065 cars were registered in Vermont, 
or 2600 more than was the case last year. It is the 
same story in other New England states. Why wouldn’t 
the automobile accessories business be good. If the re- 
tail hardware dealer is not getting his, its his fault. 


Batteries.—Now that the vacation season has opened, 
the retail hardware dealer is doing an excellent business 
in batteries. The fellow located down on Cape Code, or 
at Maine, New Hampshire and Vermont points, is doing 
as proportionately large a business as the fellow in the 
city. Supplies are coming in from the factories in 
fairly good shape, although occasionally delays are re- 
ported. The retail trade, however, should get fairly 
prompt service on batteries, at least. 

We quote from jobbers’ stock: Leading makes, standard 
tubular three cell batteries, 50c. list; standard two cell, 35c. 
list; baby batteries, 30c. Discounts: Less than unit pack- 
ages, % per cent off the list; unit packages, 40 per cent 
= list; 10 or more unit packages, 40 and 10 per cent off 

Bicycles.—Greater Boston, starting July 10, is pay- 
ing 10c. to ride to work and 10c. to ride nome, a total 
of 20c. per day, or $1.20 per week, or $62.40 per year. It 
makes no difference if you ride six blocks or six miles, 
you have to dig down for the dime. A lot of people 
served by the Boston Elevated and the Bay State Rail- 
way seriously object to paying this amount of money. 
Those who live within walking distance of the business 
section of Boston are walking to and from work. Those 
who can, use the steam railroads for 10c. per ride or 
less, and there are thousands who can, do so. Still 
others, living in such places as Dorchester, Milton, 
Somerville, Medford, Malden, Cambridge, Arlington, 
Watertown, Newton and even further out from the Hub, 
are showing much more interest in bicycles. In fact, 
more bicycles are being sold to-day by the Greater Bos- 
ton hardware trade and sporting goods houses than has 
been the case before since the old palmy days of the 
wheel. A good selling point on bicycles is that a person 
riding on the Elevated pays $62.40 per year, whereas 
he can buy a good bicycle for less than half that sum. 
Manufacturers and other employers of labor are buy- 
ing bicycles and reselling them to their help, and some 
of them have built sheds for the storage of the wheels 
during work hours. If any New England hardware 
dealer doubts there has been a market for bicycles, let 
him take an afternoon off and go down to the Fore River 
Shipbuilding Works in Quincy, or out to the Hood Rub- 
ber Company plant in Watertown and keep his eyes 
open. He will find it hard to believe there are that 
many bicycles in the world. Some of the retail hard- 
= trade in Greater Boston are making money on 

ikes. 


Bolts and Nuts.—Local quotations on stove bolts have 

been advanced a shade. For other kinds prices are very 
strong, but unchanged. The demand for both bolts and 
nuts continues to show a slow but steady expansion, 
and as stocks are not excessive the market is in an ex- 
tremely healthy condition. As a matter of fact the bolt 
market is the strongest in the heavy hardware line. 
2 Machine bolts, Cc. T. & D. nuts, 1 x % and smaller, 35 and 
5 per cent discount; 44% x % and larger, 30 per cent dis- 
count; with H. P. nuts, 4 and % and smaller, 45 per cent 
discount ; 4% x % and larger, 35 per cent discount; com- 
mon carriage bolts, 6 x % and smaller, 40 per cent discount: 
6% x %& and larger, 30 per cent discount; tap bolts, less 10 
per cent; Eagle carriage bolts, 70 per cent discount; stove- 
bolts, large quantities, 70 to 70 and 10 per cent discount, 
small lots, 50 per cent discount; bolt ends, 30 per cent dis- 
count; tire bolts, 50 and 10 per cent discount; semi-finished 
nuts, 9/16 and smaller, 70 per cent discount; 54 and larger, 
60 per cent discount; finished case hardened nuts, 60 per 
cent discount; H. P. square blank in full keg, list; tapped, 
list; hexagon, blank, list; tapped, lists; C. P. C. & T. square 
— plus lc.; tapped, list; hexagon, blank, list; tapped, 
ist. 

Builders’ Hardware.—Someone has estimated that all 
commodities are 107 per cent higher than they were be- 
fore the war or normal, and that builders’ hardware is 
but 84 per cent higher. The retail hardware dealer will 
do well to remember these figures, for it is practically 
assured that when construction work gets going good, 
builders’ hardware values will advance because of the 
increased cost of manufacture. As has been stated before 
in this letter, construction work is on the increase, but 
it is coming so slowly that most of us hardly realize it. 
Figures talk, however, and if one wants to be convinced 
let him take the trouble to look up the Dodge figures 
published at the close of each week. There are still 
labor troubles in various sections of New England, but 
these are fast cleaning up, and by fall building should 
be on the boom. The retail hardware fellow with light 
stocks of builders’ hardware may let slip an opportunity 
to make a few dollars. 


Drills.—All kinds and makes of drills are moving in 
better than normal volume. By that we mean they are 
not selling as freely as they were during the war, but 
more so than before the struggle. Prices apparently 
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are as firm as ever, and stocks appear to be in fairly 
good condition. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 
1% in. straight shank, 50 per cent discount. _Bit stock drills, 
50 and 10 per cent discount; blacksmith drills, 50 per cent 
discount; ratchet, 15 per cent discount; wood-boring brace 
drills, 50 and 10 per cent discount; drills and countersinks 
combined, list. High speed drills, prices on application. 

Files and Rasps.—The retail trade is selling enough 
files and rasps, especially the former, to keep interest 
alive and reordering more or less stock all the time. 
Prices are unchanged, but reported as very firm. 

We quote from jobbers’ stocks: Files—Nicholson and 
Black Diamond, 40 and 10 and 10 per cent discount; Great 
Western, Arcade, Kearney & Foote, etc., and American ma- 
chine cut, 50 and 10 and 5 per cent discount; Chelsea hand- 
cut, list; XF (Swiss pattern), list. : _ 

Rasps—Heller, Chelsea and Nicholson, 12-in., $4.70 to 
$5.50; 13-in., $5.50 to $6.50; 14-in., $6.50 to $7.50. 

Freezers.—Freezers are moving out of jobbers’ hands 
all the time, but the trade admits that business to date 
is somewhat disappointing. Personal experience will 
teach any householder that it is much cheaper to make 
his or her own cream than to buy it at the stores, which 
charge $1 per quart or more. But the fact that the ice 
dealers have jacked up prices for their products evi- 
dently has caused many purchasers of freezers to 
change their minds. 

We quote from jobbers’ stocks: White Mountain freezers, 
1-qt., $2.43; 2-qt., .03; 3-qt., $3.60; 4-qt., $4.23; 6-qt., 
$5.37 ; 8-qt., $6.93; 10-qt., $8.85; 12-qt., $11.25; 15-qt., $13.35; 
20-qt., $17.31; 25-qt., $22.20 each. 

Galvanized Bars.—The same activity noted in the gal- 
vanized bars market a week ago continues, a consider- 
able tonnage having been forwarded to shipyards since 
last reports. Stocks have been considerably reduced be- 
cause of slowness of fresh goods in arriving from manu- 
facturers. 

We quote from jobbers’ stocks: Flat galvanized bars in 
stock, 1 x % in., 12 ft. long, $7.70 per 100 lb.; 1_x 3/16 in., 
12 ft. long, $6.90; 1 x % in., 16 ft. long, $6.90; 1% x % in., 
16 ft. long, $6.90. . 

Round galvanized bars in stock. % in., 18 ft. long, $6.90 
Peo? lb.; 5% in., 18 ft. long, $6.80; % in. 18 ft. long, 

aU. 


Glass.—The glass manufacturers have advanced their 
prices on automobile windshields, mirrors, crystal sheets, 
double ground and bent glass per case. Prices by the 
light are not changed. Very few retail hardware houses 
in this section ever buy such glass by the case, but men- 
tion is made of the price change to show the general 
feeling in glass circles regarding prices in general. 
The market for all kinds is extremely strong, and while 
we have no authority to say so, conditions are such a 
general marking up of window glass within the near 
future would not be surprising. 

We quote from jobbers’ stocks: Glass, single A and B, 
first three, 80 per cent discount; above first three brackets, 
79 per cent discount from the list; double A, 80 per cent 
discount; double B, 82 per cent discount; A and B quality 
by the light, 80 per cent discount; single lights, 80 per cent 
discount. 

Leaded glass—-Plain cathedral, 18c. per sq. ft.; monu- 
mental figured, %-in. thick, 20c. per sq. ft.; double ground, 
23c. per sq. ft. 

Skylight glass—Rough or rolled, % in. thick, 16c. per sq. 
ft.; 3/16 in. thick, 20c. per sq. ft.; %4 in. thick, 25c. per sq. ft. 

Hack Saws.—Hack saws are selling mighty well, in 
fact better than normal. Local stocks, however, are 
in good condition and prompt deliveries can be made. 

We quote from jobbers’ stocks: Hack saws, one gross or 
more, 15 per cent discount. 

Haying Tools.—Conditions governing the market for 
haying tools have not changed materially since last 
reports. Retail dealers in country districts and at 
such points as Portland and Bangor are doing a satis- 
factory business in this class of merchandise, and there 
is nothing in view which indicates any change in values. 

We quote from jobbers’ stocks: Scythes, Clipper, $13 per 
doz.; Little Giant, high grade, $16; snaths, ash, in lots of 
less than 20 doz., $1 a doz.; in lots of 20 doz. or more, $11.50 
a dozen; cherry in lots of less than 20 doz., $14.50; more, 
$14; brush, in small lots, $13.75 a dozen; large lots, $13.25 
a dozen. 

Iron.—Aside from a slightly better call, nothing new 
has developed in the iron market of late. Stocks in 
jobbers’ hands are just medium, and it would, therefore, 
not take much of a spurt in consumption to place them 
in an uncomfortable position. Jobbers here are doing 
more or less talking about higher prices within the near 
future, basing their views on the improvement in busi- 
ness at producing sections rather than local conditions. 

We quote from jobbers’ stocks: Best iron, flats, rounds 
and squares, $5.50 base per 100 lb.; H. & P. ovals, half ovals 
and bevels, $6.50; H. & P. half rounds, $5.50; refined iron, 
$3.40; Norway iron, $20. Broken bundles, add %ce. Ib. 

Nails—The better inquiry for nails since Jan. 1, 
would seem to indicate that building operations are on 
the increase. The market, however, is far from active 
and prices no more than firm. 
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We quote from jobbers’ stocks: Wire nails, $4.25 per keg 
base. Cut nails, $5.35 base. For galvanized nails an extra 
charge of 50c. per keg is made. Cement coated nails, stand- 
ard boxes, $5 per keg base. 


Horseshoes—New Standard 5s, $6.75; 6s, $6; 7s, $5.75; 
8s, $5.50; 9, 10 and 11s, $5.35. Reliance and Brighton 5s, 
6; 6s, $5.50; 7s, $5.25; 8s, $5.00; 9, 10 and 11s, $4.90; 
Crown and Leader 5s, $5.25; 6s, $4.50; 7s, $4.05; 8s, $3.85; 
9, 10 and lls, $3.65. Add 1c. per pound for less than 25 
pounds of a size. 7 

Pliers—High grade pliers are growing scarcer all 
the time for the simple reason that the manufacturers 
have more business on their books than they can prop- 
erly handle, and labor conditions are quite unsatisfac- 
tory. It is doubtful if conditions right themselves for 
some months. Retail dealers, who do business on the 
theory that it pays best to carry high-grade goods, are 
bound to be more or less disappointed over the time 
taken in making deliveries. The supply of cheap and 
medium-priced pliers is fairly satisfactory, all things 
considered. 

Kraeuter Goods—Combination pliers, 5% in., $9.20 per 
dozen; 6-in., $10.90; 8-in., $13.20; 10-in., $16.10. Side cutting 
pliers, 4-in., $13.20 per dozen; 5-in. $14; 6-in., $19.60; 
6%4-in., $15.20; T-in., $18 and $23.60; 8-in., $20; 8%-in., 
$27.60. Buttons’ pliers, 6%4-in., $9 per dozen; 8-in., $11.40; 
10-in., $13.80. Electricians’, ‘‘Milliners’,’’ chain pliers, etc., 
4-in., $8.40 per dozen; 4%-in., $8.80; 5-in., $9.20; 5%-in., 
$9.70; 6-in., $10.60. 

Picks and Mattocks.—Since the reduction in prices 
on picks and mattocks about a month ago, there has 
been a slightly better movement out of jobbers’ stocks, 
but nothing alarming. Stocks here are in fairly good 
condition, but there has been comparatively small buy- 
ing from manufacturing interests by local houses during 
the past year. The average house has been content with 
getting along the best it could with what stock it had 
on hand. 

We quote from jobbers’ stocks: Contractors’ picks, 30 and 
10 per cent discount; railroad mattocks, 40 and 5 per cent 
discount, for the best grades in both instances. 


Sash Cord.—Sash cord is perhaps selling a shade 
more freely, especially the cheaper kinds, but business 
is still considerably below normal. There still appears 
to be a variety of prices quoted here on common braided 
cord. 

We quote from jobbers’ stocks: Sash cord, braided cotton 
cord, 48%c., 51c. and 60c. per lb. base; Sampson, spot, 88c. 
per lb. base; Silver Lake, 86c. Braided awning cord, No. 
sfé3" 48-ft. lengths, $4; No. 4, $4.31; No. 4%, $5; No. 5, 


Screws.—Manufacturers of screws have advanced 
their lists on common kinds approximately 2% per cent, 
and jobbers have revised their prices to correspond. The 
higher prices are based largely on increased costs of 
labor and an improvement in the demand. The con- 
sumption of wood screws, according to the retail trade, 
is considerably better than it was a month or two ago, 
but there is still much room for improvement. Cap and 
set screws and similar goods are selling all the time 
and local stocks are in fairly good shape. 

We quote from manufacturers’ prints: Wood screws, iron, 
flat head, bright, 77% per cent discount; round head, blued, 
75 per cent discount, add 5; flat head, brass, 60 per cent 
discount; round head, brass, 57% per cent discount; flat 
head, galvanized, 621%4 per cent discount; flat head, nick- 
eled, 65 per cent discount; round head, nickeled, 65 per 


a, Price to the consumer is 20 per cent beyond 
print. 


We quote from jobbers’ stocks: Cap and set screws, in 
full packages, set screws, including headless, 60 per cent 
discount; squares and hexagon head cap screws, 55 per 
cent discount; fillister head cap screws, 35 per cent dis- 
count; flat head cap, 25 per cent discount; round and but- 
ton head cap, 20 per cent discount. In broken packages. 
set, including headless, 40 per cent discount; square and 
hexagon head cap, 35 per cent discount; fillister head cap 
20 per cent discount; flat head cap, 10 per cent discount; 
round and button head cap, 10 per cent discount. 

Shoe Findings.—Local prices on men’s taps have been 
marked up 15 to 35c. per dozen since last reports and 
on boy’s 10 to 25c. Those on women’s are unchanged, 
but extremely strong. In fact, prices on this class of 
merchandise, as a whole, are so excited they do not hold 
good from one day to the other. Many of the tanneries, 
believing that they can operate more profitably in larger 
stock than taps and strips, have sold or are planning 
to sell their cutting machinery, which means nothing 
more or less than the retail hardware dealer who hap- 
pens to have a good stock of merchandise is indeed 
fortunate. It is practically certain that he can mark 
up his prices on his stock from time to time from now 
until the turn of the year or longer. Local prices on 
strips are not changed, but the general opinion among 
well informed leather interests is that they will be so, 
and considerably, before Aug. 1. 

Taps—men’s light, $1.25 to $1.40 per doz.; medium light, 
$1.90 to $2.25; medium heavy, $2.60 to $3; heavy, $3.25 to 
$3.60; women’s light, $1.10 to $1.25 per doz.: medium 


heavy, $1.35 to $1.50. Boys’ medium, $1.75 .90 
doz. ; heavy, $2 to $2.25. ¥ we 


_Strips—Hemlock (clean), 60c. to 70c. per 1lb.: branded. 
45c.; oak, heavy, medium and light, 70c. to 85c. per | 
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Steel—According to common gossip here, the mills 
are getting more orders than they can turn out because 
they have not increased their capacity. As a result 
the local hardware jobbers are not getting in fresh stock 
as fast as they would like. Business is not rushing with 
them, but they expect it will be before many weeks pass, 
and most of them are anxious to be in a position to 
handle it when it does come. At the moment prices 
are reported as very strong, but unchanged. The im- 
pression one gathers from the trade here is that values 
will be higher before long, but we can find nothing defi- 
nite on which this assumption is based. 


We quote from jobbers’ stocks: Bars, soft and steel flats, 
stock lengths, not wider than 6 in. or thicker than 1 in., per 
100 lb., $3.40 base; rounds and squares, 1% in. and wider, 
per 100 lb., $3.40 base. Concrete, plain, round and square, 
per 100 lb., $3.40 base. 

Angles and channels, under 3 in., stock lengths, per 100 
lb., $3.40 base; over 3 in., $3.50 base; tees, under 3 in., 
$3.55; over 3 in., $3.60. 

Cold rolled steel, rounds up to 115/16 in., squares and 
hexagons and flats, list. Tire steel, 1% x % in. and larger, 
$4; thinner and narrower, $4.50. On all broken bundles of 
steel add 4c. extra. 

Hoop steel, per 100 Ib, $4.70 base on full bundles. On 


broken bundles add 2c. per lb. Band steel per 100 Ib., 


$4.10 base. 

Steel Goods.—The market for garden tools such as 
are used to work small plots has flattened out during 
the past month. The 1919 peace garden is not as popu- 
lar as the 1918 war garden was, possibly because the 
average man is earning more money and therefore more 
inclined to spend his money in the provision store rather 
than be thrifty. As a result of the lack of interest in 
back yard gardens, the retail hardware dealer and job- 
ber are carrying large stocks of steel tools. Unless 
all signs fail, there will be a large carry-over this sea- 
son, which should make for a poor beginning in the 
1920 season. 

Tacks.—The subject of tacks is not especially inter- 
esting to the average retail hardware dealer, yet he will 
find some points worthy of consideration in the follow- 
ing statement by William F. Donovan, president of the 
Atlas Tack Company: 

“Before the armistice was signed we had frorn four to 
six months of business on our books. The demand for 
certain classes of tacks and small nails, of course, being 
greater than others. When the armistice was signed 
many orders were canceled, particularly export orders. 
We accepted these cancellations because it was a relief 
to us to have our business brought down to a point 
nearer to our producing capacity. Current business fell 
off about 40 per cent of normal, and this continued until 
the end of February, when our percentage of current 
orders increased, though omewhat slowly, until the lat- 
ter end of May, since which time the increase has been 
more rapid and at the present time is above normal 
in tonnage, as compared with 1918, which we consider 
a normal year, and is of course very much greater in 
vaiue, due to the high cost of raw material and labor. 
Owing to the large number of orders carried over, 
notwithstanding the cancellations above referred to, we 
have been operating at capacity continuously as far as 
our ability to procure labor permitted, without accumu- 
lating stock. 

“Since the armistice, labor costs, instead of decreas- 
ing, have increased, while the productive hours have de- 
creased, and as compared with 1913 the efficiency of our 
labor has decreased from 20 to 25 per cent. Now that 
copper has increased about 30 per cent as compared 
with the lowest price which it reached after the armis- 
tice, and brass spelter has increased 25 per cent, it has 
been necessary to increase the price of goods from cop- 
per and brass. Efficient labor is very hard to obtain 
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and we expect it will be more so, and that there will be, 
in fact, a noticeable shortage of general labor before the 
end of the year. The margin of profit is too small to 
stand any further reduction on steel products, and we 
look for higher prices.” 

Mr. Donovan bears the reputation of being one of the 
best informed men in the tack game, and his above state- 
ment clearly shows that in his opinion tacks are to be 
higher in price. The retail dealer should, therefore, 
consider his words. 


Vacuum Goods.—Vacuum goods, in spots, are en- 
joying a good call as a result of the opening of the va- 
cation season, according to the retail trade. More people 
than ever own automobiles to-day, and the fortunate 
ones are spending or planning to spend their vacations 
in the machines as much as possible. A vacuum bottle 
is a very necessary article to the automobile owner and 
most of them who do not own one or more are buying. 

We quote from jobbers’ stocks: Popular lines, in lots of 
one dozen or more, 25 and 10 per cent discount; in lots of 
less than one dozen add 5 per cent discount. 

Washers.—All local talk of lower prices for washers 
appears to have evaporated. The market for this prod- 
uct is comparatively quiet, yet the volume of business 
transacted during the past week was, perhaps, a shade 
larger than it was for the corresponding period in May 
and June. The jobbing trade therefore feel encouraged. 
Stocks are more than sufficient for all immediate re- 
quirements. 

We quote from jobbers’ stocks: Malleable washers, 12c. 
per lb.; cast washers, 5% and smaller, 6c.; larger, 5c.; cut 
washers, in full kegs (200 lb.) of a size, list; extras to con- 
sumers of less than keg lots of a size, add to list as follows: 
100 to 199 lb. of a size, 1c. per lb.; 50 to 99 Ib. of a size, 2c. 
per lb.; 25 to 49 Ib. of a size, 3c. per 1b.; 10 to 24 Ib. of a 
size, 4c. per lb.; 1 to 9 Ib. of a size, 5c. per Ib. 

Wire Cloth—wWe had some goshawful hot weather 
around July 4. About the only thing one could do was 
to sit still in the coolest place to be found. Many house- 
holders kept their windows open for three or four days on 
a stretch and the flies had the time of their lives. Since 
then the retail trade has been enjoying a better call for 
wire cloth. It is not as brisk as it has been in former 
years at this time, but it is considerably better than it 
previously has been this season. As a result the local 
jobbing sales of this material have increased. Most of 
them were quite heavily stocked and the freer movement 
naturally is pleasing. 

We quote from jobbers’ stocks: 
$2.40 per sq. ft. f.o.b. Boston. Black wire cloth, 12 mesh. 
$2.30 per sq. ft. f.o.b. factory. Silver wire cloth. 12 mesh. 
$3.10 f.o.b. Boston and $3.05 per sq. ft. f.o.b. Pittsburgh. 
Prices on bronze wire cloth are quoted on the same basis 
and under the same conditions as last season. 

Wire Screening.—Both retail and jobbing sales of 
wire screening hold up well, comparing favorablv with 
those for the years just previous to the world war. 
Local stocks in jobbers’ hands are ample for all require- 
ments, however, but they have been materially reduced 
during the past month or so. 

We quote from jobbers’ stocks: 12 to 18 in., screening, $5 
per 100 sq. ft.; 18 to 24 in., $5.25; 24 to 48 in., $5.50 

Wrenches.—From a jobbing standpoint the movement 
of wrenches is fairly good, but retail houses are doing 
comparatively better, especially on small kinds such as 
are carried in automobiles. 

We quote from jobbers’ stocks: Pipe wrenches, Stillson 
and Trimo, 60 and 5 per cent discount; parts, 60 and 5 per 
cent discount ; Coes and parts plus 5 per cent discount; drop 
forged, 33% per cent discount; Westcott’s new list, 10 per 
eent discount. 

Wrought Goods.—There has been a slight downward 
revision in prices quoted here on wrought goods, such as 
hooks, staples, etc. 


Black wire cloth, 12 mesh. 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, July 12, 1919. 


|S ye ng ee better shows the genuine improvement 
that has come to all branches of the steel trade in 
the last few months than the statement of unfilled ton- 
nage of the United States Steel Corporation, made 
public last week. This showed that the increase in 
orders: booked by all the constituent companies of the 
Steel Corporation in June showed an increase of 610,545 
tons over May. This is the first month in which an 
increase in orders booked has been shown by the Steel 
Corporation since about the middle of last year. From 
December, 1918, to May, inclusive, this year, the Steel 
Corporation reports showed an average falling off in 
each month of tonnage of about 640,000 tons, so that 
the gain made in June, based on this, was about 1,250,- 
000 tons. The record made by the Steel Corporation 


interests in June is identical to that of practically every 
steel concern in the country, though perhaps with some. 
to not so large an extent. In the Pittsbui gh district steel 
operations have increased in the last two months from 
20 to 25 per cent, and the average rate of operations 
to date among the steel mills and smaller manufac- 
turing plants is from 70 to 75 per cent. 

Prices are holding very firm, and on a few lines 
have advanced. Several makers of nuts, bolts and 
rivets have advanced prices about 5 per cent, but 
others have not yet done so. An interesting inquiry 
in the market is from the Ford Motor Co. for 10,000 
tons of cold-rolled screw stock for delivery over last 
half and first half of next year. The automobile build- 
ers are very heavy buyers of all kinds of steel materials 
used in the building of cars. The outlook now is that 
present prices on steel will hold pretty well over 
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remainder of the year, and on some of the lighter lines 
of finished steel products there may be slight advances. 
It is not believed, however, that advances in heavy 
steel products will come, as the adverse effect of such 
action on labor is feared. July and August may not 
show much increase in new business and in operations 
over June on account of vacations and warm weather, 
but starting with September or October, still further 
betterment in the steel trade is confidently expected. 

In spite of adverse conditions, such as hot weather, 
very dry season and vacation period, the volume of 
business in the wholesale and retail hardware trade is 
reported to be heavier than at this time last year. 
There has been quite a large increase in demand for 
builders’ hardware due to the improvement of building 
conditions all over the country, especially in the West. 
There have been advances in some lines of hardware, 
but these have been slight. 

The new demand for mechanics’ tools is also heavy 
but new orders for garden tools are not as heavy as 
they were last year. The move for home gardens 
seems to be losing force and there are not nearly so 
many of these this year as last year. Once the crops 
begin to move and the farmers get the money for them 
it is going to be a big held-in business and will swell 
demand for all kinds of goods. Collections are very 
satisfactory and many retail merchants are discounting 
their bills that never did so before as long as they have 
been in business. 

Nuts, Bolts and Rivets—The new demand for nuts, 
bolts and rivets has shown a very large increase in 
the past two months, and some concerns that six or 
eight weeks ago were running only three days a week 
are now operating at practically 100 per cent and have 
orders ahead for sometime. In fact some makers have 
advanced prices on certain kinds of nuts and bolts 5 
per cent and on rivets about $2 per ton. These advances 
in prices, however, are not yet general, but a meeting 
of the Institute of Nut, Bolt and Rivet Manufacturers 
is to be held in New York on Wednesday, July 16, 
at which time it is not unlikely a general advance in 
prices of 5 to 10 per cent will be made. The export 
demand is reported quite active and some good sized 
orders are being shipped abroad right along. The dis- 
counts named below are those adopted by all the makers 
on March 28 last, but it should be noted that some 
makers are now quoting higher prices. These dis- 
counts are as follows: 


Large structural and ship rivetsS......---+++eeeee% $3.70 base 
Large boiler rivetS..........cececeeeesrcerscecsecncs 3.80 
y% in., 5/16 in. and 7/16 in. diam.... .65-10-5 per cent off list 


Machine bolts, h.p. nuts, 34 in. x 4 in.: S A 
Smaller and shorter, rolled threads. .60-10-5 per cent off list 
a err eo 60-5 per cent off list 
Larger and longer sizeS..........++.++ 50-10 per cent off list 

Machine bolts, c.p.c. and t. nuts, % in. x 4 in.: } 
Smaller and shorter.........-+++++- 45-10-10 per cent off list 
Larger and longer........sseeesees 40-10-5 per cent off list 


Carriage bolts, 3% x 6 in. 


Smaller and shorter, rolled threads..... 60-5 per cent off list 

ee SE nos o 55.04nsooe nna cease be 50-10-5 per cent off list 

Larger and longer SizeS..........+++> 45-10 per cent off list 
a eres ree eee 65-5 per cent off list 
Pipe hotles, Mon: 1, 2, Bu..6 ss ce2s sees vecewe 60 per cent off base 
Hot pressed nuts, sq. blank...........+.. 3.25c. per Ib. off list 
Hot pressed nuts, hex., blank............ 3.25c. per lb. off list 
Hot pressed nuts, sq. tapped.........-+0--5 3c. per Ib. off list 
Hot pressed nuts, hex., tapped............+.. 3c. pr Ib. off list 
C.p.c. and t. sq. and hex. nuts, blank.....3.25c. per Ib. off list 
C.p.c. and t. sq. and hex. nuts, tapped....... 3c. per lb. off list 


Semi-finished hex. nuts: 
5 in. and larger .......» = i 
0/16 im. and omaller......ccsccccccccecs 80 per cent off list 
Stove bolts, in packages. ...+75-10-10-5 per cent off list 
Stove bolts, in Dulk........ecsccccsecesees 214 per cent extra 
DD nc cantessiae kata aneeenes 60-10-10-5 per cent off list 


The above discounts are from March 28, 1919 

All prices carry standard extras. Pittsburgh basis. 

Coil Chain.—Effective from July 1 prices on coil 
chain declined from 50c. to 75c. per 100 lb. For some 
time the new demand for chain has been only fair and 
there has been keen competition among the makers, 
which has finally resulted in declining prices noted above. 
However, with the general improvement in demand for 
all other kinds of finished steel products, it is believed 
the new demand for chain will be better before long. 

Iron and Steel Bars.—Leading makers of both iron 
and steel bars report they are taking more new orders 
than for a long time and lately some large implement 
makers have placed contracts for their season needs of 


. .70-10 per cent off list 
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steel bars over the last half of this year. One such 
contract calling for 12,000 to 15,000 tons was placed 
with a local mill. The new demand for reinforcing steel 
bars and also for iron‘ bars is heavier than for some 
months. A local mill that makes about 300 tons of 
iron bars per day reports that it is shipping its prod- 
uct as fast as turned out. Prices are said to be holding 
very firm. 

We quote stee 2.35¢ 
from on steel ae Base, yg BR, pong ee Bg fern 
for_ eastern shipment at 2.35c., while for western shipment 
2.55c., Pitttsburgh, is quoted. Pittsburgh mills rolling iron 
bars quote at 2.75c., Pitttsburgh, plus full freight rate to 
point of delivery. 

Sheets.—The new demand for all grades of sheets is 
getting heavier right along and some mills now report 
they are sold up on some grades of sheets entirely over 
third quarter and have orders on their books for fourth 
quarter delivery. Last week the American Sheet & 
Tin Plate Co. operated to 85 per cent of its hot sheet 
mill capacity and independent mills are operating at 
about the same rate. Steel mills report the demand for 
sheet bars as getting heavier right along and the Car- 
negie Steel Co. is getting ready to start its Columbus, 
Ohio, steel plant, which has not been operated for some 
months, and which turns out sheet bars. The export 
demand for sheets is heavy and leading mills are mak- 
ing large shipments of sheets right along to South 
America, Japan and other foreign countries. Ship- 
ments of corrugated sheets are being made to France 
to be used in the reconstruction work going on in that 
country. Prices are now said to be holding firm, the 
two or three mills that were cutting the market some 
— ago now reported as being sold up and holding 

rm. 

Effective from March 21 the base price of No. 10 blue an- 
nealed sheets is 3.55c., the base price of No. 28, box annealed 
one pass black sheets is 4.35c. and for No. 28 galvanized 
sheets is 5.70c. in carload and larger lots, f.o.b. Pittsburgh 
or Youngstown mill. It should be noted by the trade that 
the above named prices are for carload or larger lots, the 
usual advances for small lots being charged over and above 
prices. 

Tin Plate.—The tin plate mills are having,a much 
heavier volume of orders than at any time for some 
months and operations are on a much larger scale. 
Last week the American Sheet & Tin Plate Co. operated 
its hot tin mill capacity to about 95 per cent and inde- 
pendent makers are starting up mills that have been 
idle for some time. Specifications against contracts 
for tin plate are coming in more freely, and output 
this month will be heavier than in June. Liberal speci- 
fications for tin plate for shipment in last quarter of 
this year are now being received by the mills. Prices 
are reported as holding very firm. 

e =. quote tin plate in large’ lots at $7.00 box, f.o.b. Pitts- 
ur. 


New prices on terne plate, effective March 21, are as fol- 
lows: 8-lb.—200 Ib., $14.15; 8-lb.—I. C., $14.55; 12-lb.—I. C., 


$19.65. All f.o.b. Pittsburgh. 

Wire Products.—The new demand for wire and wire 
nails so far in July has been fully as large as in the 
same period in June. Local makers are now operating 
at 80 to 85 per cent of capacity and on some grades of 
wire a scarcity in prompt supply is noted. Jobbers are 
no longer importuning the mills to make lower prices, 
but rather are placing orders for future delivery, desir- 
ing to know that they will be assured of a supply of 
wire and wire nails when needed. Two local mills 
report they are fully sold up for third quarter and are 
not inclined to sell very heavily for last quarter, believ- 
ing that possibly prices may be higher later in the year. 
The market is very firm and all cutting in prices on 
coated nails is said to have stopped. Prices on car loads 
and larger, lots, effective from March 21, are as follows: 

Wire nalls, $3.25 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing nails taking an 
advance over this price of $1.50, and shorter than 1 in., $2 00. 
Bright basic wire, $3.15 per 100 Ib. ; annealed fence wire, Nos. 
6 to 9, $3.00; galvanized wire, $3.70; galvanized barbed wire 
and fence staples, $4.10; painted barbed wire, $3.40; polished 
fence staples, $3.40; cement-coated nails, $2.85 base; these 
prices being subject to the usual advances for the smaller 
trade, all f.o.b. Pitttsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven wire fencing are 601% per cent off list 
for carload lots, 59% per cent for 1000-rod lots, and 58 per 
cent off for small lots, f.o.b. Pittsburgh. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, July 12, 1919. 


ONDITIONS in both the retail and jobbing hard- 
C ware trade continue very satisfactory. Retail mer- 
chants report some falling off in the demand for season- 


able goods, as is to be expected, but practically all other 
lines are moving in good volume. Traveling hardware 
salesmen who visited their houses during the holiday 
vacation brought most optimistic reports regarding the 
outlook for business during the next few months. 
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The demand for builders’ hardware has become heavy 
and there is a very active demand for rubber and steel 
roofing and various other items that are used in build- 
ing construction. The amount of building work that is 
under way in Cleveland is very large, both in single 
residences and in mercantile and other buildings, and 
this indicates a very heavy demand for builders’ hard- 
ware during the greater part of the year. 

Retail merchants are buying more freely than they 
did earlier in the season. The feeling that prices may 
go lower has generally disappeared, and retail mer- 
chants are buying for their requirements for 30 to 60 
days in staple goods, and are placing a fair volume of 
future orders for fall goods. Some business is also 
coming out for refrigerators and lawn mowers for next 
year. The demand for lawn mowers for that relivery is 
surprisingly large. While price changes have not been 
numerous the past week, the market is very firm and 
there is an upward tendency. 


Automobile Tires and Accessories.—The demand for 
tires and accessories continues very satisfactory. For 
a time deliveries were rather slow on some sizes of tires, 
but shipments have improved. 


Axes and Saws.—Orders are being taken for axes 
and saws for fall delivery, but these are moving rather 
slowly. There was a tremendous demand last year for 
both saws and axes, and it is not expected that they will 
move as actively as usual this year. 


Binder Twine.—The demand for binder twine the past 
week or two has been very heavy, and jobbers’ stocks 
are well cleaned out. Prices are unchanged. 

Jobbers quote first-grade standard and sisal binder twine 
at 21\%c. per lb. mill, and 21%c. from warehouse. 

Bolts and Nuts.—Manufacturers have advanced prices 
5 per cent on bolts, $3 a ton on nuts, except semi-fin- 
ished nuts, which are unchanged, and about 10 per cent 
on small rivets. These prices became effective July 1, 
but jobbers have large stocks, and shipments coming in 
under contracts placed before the price advance, and 
may not advance their price to the retail trade for some 
time. The demand is very active. Jobbers’ discounts 
are as follows: 


Machine bolts, % x 4 in., smaller and shorter, roll thread, 
60; cut thread, 50 and 10; larger and longer, 45 and 5; car- 
riage bolts, % x 6 in., smaller and shorter, roll thread, 50 


and 10; cut thread, 50; larger and longer sizes, 40 and 5; 
lag bolts, 60 and 5; stove bolts, 75 and 5; nuts, keg lots, 
square, $2.50 off the list; hexagon tapped, $2.50 off the list. 

Brass Butts.—Jobbers announce a price advance of 
25 per cent on wrought brass butts. 


Chain.—Chain is moving quite well, and prices are a 
little easier. Some quotations are 40c. per 100 lb. be- 
low those recently made by jobbers. 

Jobbers quote common chain at 8.25c. to 8.50c. per Ib. 
base for % in. and larger. 

Copper Sheets.—The price of copper sheets has ad- 


vanced 3c. per lb. These are now quoted at 32c. a lb. 
base. ° 

Eaves Trough and Conductor Pipe—The increase in 
building work has stimulated the demand for eaves 
trough and conductor pipe, which is now very active. 
Jobbers have good stocks. 


Furnace Pipe and Fittings—Furnace pipe and fit- 
tings are being sold quite freely for August shipment 
at the recently announced prices, which represent a 
slight decline. 

Game Traps.—Jobbers have commenced to take orders 
for game traps for fall delivery, and these are moving 
fairly well. Prices are unchanged. 


Lawn Mowers.—Jobbers are selling a good many 
lawn mowers for next year. Some makes are quoted 
at about the same prices as this year, and there a 
slight decline on others. This season’s buying is pretty 
sales. 

Nails and Wire.—Retail sales of nails are very heavy. 
Business with jobbers has fallen off somewhat, as re- 
tailers have been buying very freely and have large 
stocks. Wire is moving fairly well. Jobbers’ prices for 
less than carload lots are as follows: 

Wire nails, $3.75 per keg; No. 9 galvanized wire, $4.20 per 
100 lb.; No. 9 annealed wire, $3.50 per 100 lb.; cement- 
coated nails, $3.35 per 100 Ib. 

Radiation.—A reduction of about 10 per cent has been 
made on radiation by two of the leading manufacturers. 
ome radiation is now quoted at 59 per cent off the 
ist. 

Refrigerators.—Retailers have done a very good sea- 
son’s business in refrigerators, and some are now plac- 
ing orders for next spring’s shipments. 


Rifles and Ammunition.—Jobbers report a scarcity of 
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President Vetoes Repeal of 
Daylight Saving Law 


By W. L. CROUNSE 


WASHINGTON, July 14, 1919. 
CS will have to pass over Presi- 
dent Wilson’s veto the bill repealing 
the daylight saving law if that beneficent 
measure is to be stricken from the statute 
books. 

On Saturday the President returned the 
Agricultural appropriation bill to Congress 
without his approval, declaring that he was 
unwilling to sign it because of the rider 
repealing the Calder act. 

He gave his reasons clearly and forcibly 
as follows: 

“I believe that the repeal of the act 
referred to would be of very great incon- 
venience to the country, and I[ think that I 
am justified in saying that it would consti- 
tute something more than an inconvenience. 
It-would involve a serious economic loss. 
The act of March 19, 1918, to ‘save day- 
light’ resulted not only from a careful study 
of industrial conditions by competent men 
familiar with the business operations of the 
country, but also from observation of the 
haprwv and beneficial consequences of simi- 
lar legislation in other countries where leg- 
islation of this character has been for some 
time in operation and where it has resulted, 
as the act of March 19, 1918, has resulted, 
in the United States, in substantial econo- 
mies. 

“That act was intended to place the chief 
business activities of the country as nearly 
as might be within the limits of daylight 
throughout the year. It resulted in very 
great economies of fuel and in substantial. 
economv of energy, because of the very 
different effect of the work done in the day- 
light and work done bv artificial light. 

“It, moreover, served the daily con- 
venience of the many communities of the 
country in a way which gave all but uni- 
versal satisfaction, and the overwhelming 
testimony of its value which has come to 
me convinces me that I should not be justi- 
fied in acquiescing in its repeal.” 

Will Congress pass the bill over the 
President’s veto? I think not. 

A two-thirds vote is necessary. The 
special bill repealing the Calder act passed 
the House by a vote of 235 to 122, or three 
votes less than two-thirds of those voting. 
The repeal movement was carefully organ- 
ized to get out the full vote. 

The veto will strengthen the friends of 
daylight saving and weaken its opponents, 
who can hardly hope to hold their own, 
much less gain votes. 

The Agricultural bill will probably be re- 
passed without the objectionable rider and 
the farmers’ lobby will have to start all 
over again with a special bill and the faint 
hope of talking the President into signing 
it. 

And Mr. Wilson is occasionally quite 
stubborn. 











rifles and ammunition in larger sizes. Their stocks are 
low, and shipments expected last month have not yet 
been received. A price advance of approximately 12% 
per cent has just been made on Winchester shot guns 
and rifles, and an advance of about 10 per cent has been 
made on the cheaper grades of the L. C. Smith shot 
guns. 


Rope.—The demand for rope has improved, particu- 
larly for hay rope sizes. There has been some price 
cutting recently, but the market is reported to have 
stiffened up. 

Jobbers quote first-grade manila rope at 26%c. per lb. for 
factory shipment, and 27c. for shipment out of stock, and 
first-grade sisal rope at 21%4c. for factory shipment and 22c. 
out of stock. 


Rubber Roofing.—Rubber roofing is moving well, and 
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prices have stiffened up, owing to the sharp advance 
in the price of felt. Manufacturers recently announced 
a 10 to 15 per cent advance to go into effect July 1, but 
jobbers state that now they are unable to buy except 
at an advance of 10 to 15 per cent over the July 1 prices. 


Sash Weights.—Sash weight prices have again ad- 
vanced. Jobbers quote sash weights at $52.50 per ton 
from stock and $47 for shipment in large lots from 
foundries. The demand is heavy. 


Screws.—The demand for screws is heavy, and prices 
are firm, having stiffened up somewhat on steel screws, 
for which some jobbers are getting prices about 10 per 
cent higher than recently. Jobbers’ discounts are as 
follows: 

Flat head bright screws in round lots, 80 and 10 per cent off 
list; round head blued, 75 and 10 per cent off list; flat head 
brass, 60 per cent discount; round head brass, 55 per cent 
discount. 

Sheets.—Galvanized sheets are in good demand, and 
there is a fair call for black sheets. There has been a 
good deal of price cutting by manufacturers recently, 
but mill orders have improved, and price cutting has 
apparently disappeared. 

Jobbers quote sheets at 5.27c. for No. 28 black, and 6.62c. 
for No. 28 galvanized. 

Slaw Cutters.—Prices on slaw cutters have, been ad- 
vanced about 10 to 15 per cent. Orders are now being 
taken for fall delivery. 


Sleds and Skates.—Jobbers are taking orders for sleds 
and skates for fall delivery, but business is coming in 
rather slowly on these lines. 





Hardware Age 


Soil Pipe.—Jobbers are finding it almost impossible 
to secure soil pipe. Their old stocks are low, and manu- 
facturers are oversold and are returning orders. The 
demand is heavy. Jobbers quote standard soil pipe at 
23 per cent off the list. 

Spray Goods.—Retailers in the country districts are 
doing a good volume of business at present in paris 
green and arsenate of lead for potatoes and other crops, 
and in fly sprays for live stock. These goods are also 
moving well from the jobbers’ stocks. 

Steel Roofing.—The demand for steel roofing is now 
fairly active. With the large amount of building work 
under way dealers expect that there will be a heavy call 
for roofing material through the entire season. 

Jobbers quote galvanized steel roofing at $5 per sq. ft. for 
28-gage. 

Step Ladders.—A price advance of about 10 per cent 
has been made on some lines of step ladders. 

Stoves.—Oil cook stoves are in heavy demand and 
gas ranges are moving fairly well. No change was 
made in stove prices July 1. No further decline in 
prices is expected, as the cost of manufacture has in- 
creased during the last few months. 

Stove Pipe and Elbows.—The demand for stove pipe 
and elbows is fairly active, many orders now being 
placed by the retail trade with jobbers for fall delivery. 

Wire Fence and Poultry Netting.—There is a very 
good demand for wire fence, but retailers and jobbers 
are unable to get deliveries as promptly as desired. 


_Jobbers quote wire fence and heavy poultry fence at 
55 to 56 off the list, and poultry netting galvanized after 
weaving at 45 per cent off. 


TWIN CITIES 


Office of HARDWARE AGE, 
Minneapolis and St. Paul, July 11, 1919. 


HESE two summer months usually mark a reduction 

in the volume of trade, and present indications seem 
to show that this condition is not entirely absent this 
year; but with trade running as it seems to there is 
going to be very little of the usual laxness. Building 
is coming rapidly to the front, and with the steady in- 
crease along these lines there is no doubt as to what 
the results will be. Before-the-war activity intensified 
by the urgent need of houses created by three years’ 
total stagnation along the building line will carry build- 
ing higher than ever before. 

The proposed labor strike has been called off and that 
adds one more element to the prospect of unusually 
good business. Collections are fully up to the high 
average of a month or so ago, and cash sales still are 
running heavy. These are conditions that make mer- 
chants very well pleased. 


Automobile Accessories.—Prices as a general thing 
have not changed, and trade was never so good as now. 
Touring is beginning to be very popular, and road work 
has been completed in most localities. There has been 
some rumor of another reduction in the price of tires 
but nothing definite is) being given out so far. Even 
with cheaper rubber, the rapid advance of labor and the 
possibility of further advances in cotton prices would 
seem to check any decline. Spark plugs and other 
necessities are selling extremely well. 

Axes.—Sales of axes seem to hold to a medium level, 
both in a jobbing and retail way. Jobbers do not in- 
dicate any large amount of future orders, regardless of 
the fact that price is offered by the manufacturer with 
a guarantee against decline. Local quotations ‘show no 
change. 

We quote from local jobbers’ stocks: Single bit base weight 
axes at $13.75 to $14.50 per dozen; double bit base weights 
at $18 to $19 per dozen. 

Builders’ Hardware.—The steady, if not rapid, in- 
crease in the volume of trade along this line is very 
pleasing. The prediction for the remainder of the 
year is extremely optimistic and with good reason. 
Building operations are rapidly increasing, with pros- 
pects now, with the building trades unions “strike” 
averted, of being the biggest in history. Costs in this 
line compare very favorably with other commodities, 


‘ being, if anything, a trifle lower on the average than 


they were a year ago. 


Bolts.—Call for bolts continues good, even showing 
improvement in the past few weeks. Stocks are in fair 
condition, with very few shortages if all jobbers’ stocks 
are considered. Prices show no change. 

We quote from local jobbers’ stocks: Small carriage bolts 
at 40-10 per cent, large carriage bolts at 30-5 per cent, small 
machine bolts at 50 per cent, large machine bolts at 30-10 
per cent; lag screws at 50 per cent; stove bolts at 70 per 
cont. and tire bolts at 50-10 per cent discount from standard 

sts. 


Brads.— Sales of brads are increasing with the 
heavier demand brought about by increased building 
operations. Stocks, with the exception of small sized 
brads, are in good condition, and local prices are firm 
as previously quoted. 

We quote from local jobbers’ stocks: Brads in 25-lb. boxes 
at 70-10 per cent from standard lists. 

Clocks.—Alarm clocks still are hard to obtain, either 
from jobber or manufacturer. The latter class is far 
behind on orders and with small chance of catching up 
with the demand for a long time to come. Price is 
holding strong as last quoted. 

We quote from local jobbers’ stocks: American, 1-day 
alarm clocks at 89c. each, Lookout 1 day alarm at $1.16 each. 
Sleepmeter 1-day alarm at $1.22 each. Automatic 8-day 
alarm at $3.50 each. Automatic luminous dial 8-day alarm at 
$4.25 each, 

Churns.—Demand for churns keeps up well, although 
sales are lighter now than earlier in the spring. Price 
has not changed. 

We quote from local jobbers’ stocks: Belle brand churns 
at list less 50 per cent. 

Drills.—Call for drills is very good, shops and fac- 
tories taking large amounts of them. Retail sales still 
make up a large proportion of the demand. There is 
no change in price. 

We quote. from local jobbers’ stocks: Straight shank car- 
bon drills at 40-10 per cent; bit shock at 50-10-5 per cent, 
and ratchet shank drills at 5 per cent from standard lists. 

Eaves Trough, Conductor Pipe and Elbows.—With 

building operations increasing and with repair work, 
sale of this class of material shows a good increase. 
Price is holding strong as last quoted, with stocks in 
much better condition than last year. 
_ We quote from local jobbers’ stocks as follows: 28-ga. lap 
joint single head 5-in. eaves trough, $5.85 per 100 ft.; 28 ga. 
3-in. conductor pipe, $5.70 per 100 ft.; 3-in. elbows at $1.30 
per dozen. Another quotation in discounts is as follows: 
Conductor pipe not nested, crate lots, 70-10 per cent; elbows, 
70-10 per cent from standard lists. 

Files.—Mill shipments of files show some slight im- 
provement, but some sizes still are slow in coming for- 
ward. The price seems to be holding firm and strong 
as last quoted. Increase of sales of saw files is quite 
noticeable. 

We quote from local jobbing stocks: Nicholson brand files 
at 50-10 per cent; Arcade brand at 60 per cent; Royal brand 
at 60-10 per cent, and Riverside brand at 50-10-10 per cent 
from standard lists. 

Freezers.—Price of freezers never was so high as at 
present, but this does not seem to prevent sales to a 
great extent. Stocks are in good condition. 


We quote from local jobbers’ stocks: 1-quart White Moun- 
tain freezers at $2.43 each; 2-quart, $3.03 each; 3-quart, $3.60 
each; 4-quart, $4.23 each; 6-quart, $5.37 each; 8-quart, $6.93 
each; 10-quart, $8.85 each; 12-quart, $11.25 each. 


Galvanized Ware.—There is a steady call for goods of 
this description, especially for garbage cans, mortar 
pails and tubs. Jobbers’ stocks seem in fair condition, 
with no change in price. 
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Chicago Cutlery Market 


OFFICE OF HARDWARE AGE, 
Chicago, July 11, 1919. 


AS’ predicted in this column manufacturers of pocket 
cutlery have advanced their prices fifteen per 
cent. The demand for pocket cutlery far exceeds the 
available supply and manufacturers are from three to 
four months behind with their orders. 


It is unnecessary to state, as it is generally well 
known, that prices on most raw material and cost of 
labor are advancing, and owing to this condition prices 
on all kinds of butcher knives must be increased. Man- 
ufacturers of butcher knives are not guaranteeing their 
prices, and all quotations are made subject to change 
without notice. While local jobbers have not changed 
~~ prices, advances from five to fifteen per cent are 
in line. 

Competition hand toilet clippers advanced from 85c. 
to $1 per pair. 

There has been an advance of 10 per cent on silver- 
ware and nickel silverware. 


The market on shears and scissors is very firm, and 
while there has been no change in price, it is expected 
-_ an advance may be put into effect in the very near 

uture. 


Jack Knives.—American two-blade standard gauge pocket 
knives, length 3% in., stag or wood handles, $6.50 per doz. 
net, f.o.b. Chicago. Above are steel lined and black inside, 
and with steel bolsters and no cap. 

Length 3% in., stag or wood handles, $11.00 per doz. net, 
f.o.b. Chicago. Above are brass lined with nickel silver 
bolsters, caps and shields, and clean inside. 

Length 3% in., stag or wood handles, $17.00 per doz. net, 
f.o.b. Chicago. Above have two cutting blades and one 
patented punch blade. They are brass lined with nickel 
silver bolsters, caps and shields. 


Length 3% in., stag handles, ‘‘Boy Scout” pattern pocket 
knives, $19 per doz. net, f.o.b. Chicago. Above have one cut- 
ting blade, one patented punch blade, one can opener blade, 
+ al one combination screw driver and bottle cap opener 

ade. 


Butcher Knives.—Standard beech handle. American made 
butcher knives, “fully guaranteed.” Three brass saw screw 
rivets in handles. 

6-in., $3.00 per doz. net, f.o.b. Chicago. 

j-in., $4.00 per doz. net, f.o.b. Chicago. 

8-in., $4.75 per doz. net, f.o.b. Chicago. 

Standard patterns kitchen knives, 75c. to $2.00 per doz., 
f.o.b. Chicago. 


Shears.—Standard steel laid shears, first quality, fully 
guaranteed, japanned handles, 6-in., $8.75 per doz, net, f.o.b. 
Chicago; 7-in., $9.75 per doz. net, f.o.b. Chicago; 8-in., $11.00 
per doz. net, f.o.b. Chicago. Nickel plated handles, 6-in., 
$10.25 per doz. net, f.o.b. Chicago; 7-in., $11.50 per doz. net, 
f.o.b. Chicago; 8-in., $12.75 per doz. net, f.o.b. Chicago. 

Barber shears, full nickel plated, 7-in., $11.50 per doz. net, 
f.o.b. Chicago; 8-in., $12.75 per doz. net, f.o.b. Chicago. 


Toilet Clippers.—Khedive, $1.55 per pair net, f.o.b. Chi- 
cago; Success No 1, $1.80 per pair net, f.o.b. Chicago; Suc- 
cess No. 0, $1.90 per pair net, f.o.b. Chicago; Brown & Sharpe 
No. 000, list per pair, $4,00, less 25 per cent discount; Brown 
& Sharpe No. 00, list per pair, $4.00, less 25 per cent discount; 
Brown & Sharpe, No. 0, list per pair, $4.00 less 25 per cent 
discount; Brown & Sharpe No. 1, list per pair, $4.00, less 25 
per cent discount. Competition toilet clippers, $1.00 per pair. 
* Razors.—Old style open blade type, with rubber handle, full 
hollow ground, %-in., %-in., %-in., $21.00 per doz. net, f.o.b. 
Chicago. Three-quarter hollow ground, %-in., 5-in., %-in., 
$14.00 per doz. net, f.o.b. Chicago. Half hollow ground, 
M%-in., %-in., %-in., $12.00 per doz. net, f.o.b. Chicago. 

Safety Razors.—Gillette Standard and vest pocket edition, 
list $60.00 per doz. Auto-strop standard and army edition, 
list, $60.00 per doz. Above takes a discount of 25 per cent, 
f.o.b. Chicago. 

Extra blades for above, 6s, 50c., and 12s, $1.00, less 25 
per cent discount per package. 

Gem Damaskeene safety razors, 1 doz. lots, $8.40 per doz. 
net, f.0.b. Chicago; 3-doz. lots, $8.00 per doz. net, f.o.b. Chi- 
cago; 12-doz. lots, $7.50 per doz. net, f.o.b. Chicago. 

Gem extra blades, lots of 1-doz. packages, $4.20 per doz. 
packages; 12-doz. packages, $3.84 per doz. packages; 36-doz. 
packages, $3.60 per doz. packages. 

Every-Ready Safety Razors, 1 doz. lots, $8.40 per doz. net. 
f.o.b. Chicago; 3-doz. lots, $8.00 per doz net, f.o.b. Chicago: 
mSver-Ready extra blades, standard packages of 6 blades, lots 
of 1-doz. packages, $3.86 per doz. packages; per card of 
2-doz. packages, $6.72 per card; lots of 5 cards in one ship- 
ment, $6.24 per card. 

Table Cutlery.—‘‘Gross Goods”’ standard makes and _pat- 
terns, cocoa, ae, and white bone handles, $10.50 to $30.00 
per gross net, f.o.b. Chicago. 

Silverware.—1847 Rogers flat ware, 30 per cent from fac- 
tory list. 

Oneida Community teaspoons, $4.40 per doz. net, f.0.b. 
Chicago; tablespoons, $8.80 per doz. net, f.o.b. Chicago. 

Solid handle knives and flat spoon handle forks, Six knives 
and six forks in a set, $8.60 per set net, f.o.b. Chicago. 

Nickel Silverware.—Teaspoons, $13.50 per gross net, f.o.b. 
Chicago. ’ 

Tablespoons, $27.00 per gross net, f.o.b. Chicago. 

Medium knives and forks, six knives and six forks in a 
set, $3.50 per set net, f.o.b. Chicago. 


85 


Boston Cutlery Market 


Office of HARDWARE AGE, 
Boston, July 12, 1919. 


i is reported to us on good authority that there will 
be a general advance in manufacturers’ prices for 
pocket knives within the immediate future. The manu- 
facturers will be obliged to take such action because of 
the labor situation. Labor in their factories is better 
organized than in any other branch of the cutlery busi- 
ness; it has secured a reduction in working time from 54 
to 48 hr. per week, and in addition an advance in wages 
amounting to appr imately 16% ,er cent. High grade 
pocket knives are comparatively scarce, but the market 
is well supplied with the cheaper kinds and will be more 
so as soon as the Winchester people strike their business 
stride. Just what prices on cheap knives will do in 
the future is a matter of guesswork, but it is quite safe 
to assume that high-grade goods will remain costly the 
balance of the year, at least. 


England continues to buy anything in the solid steel 
shears line manufactured in this country on a large 
scale. Other countries also are in this market for such 
goods, and with a tremendous domestic demand the 
manufacturers are getting further and further behind 
on orders. The situation so far as high-grade scissors 
is concerned is even more glo ny. The demand is so 
far over the heads of the manufacturers they can make 
absolutely no promises regarding shipments. They are 
taking orders at prices subject to date of shipment and 
at the convenience of the factory. This attitude is 
assumed because the manufacturer cannot figure 30 
days ahead on production owing to labor unrest in his 
factory. 


Some of the New England retail hardware dealers 
are doing considerable jumping about among the vari- 
ous manufacturers of cutlery in the matter of purchases. 
This policy undoubtedly is based on a desire to get goods 
on specified delivery dates and at favorable prices. It 
should be remembered, however, that salesmen, ever 
anxious to secure a new name on their order book, will 
do almost anything to accommodate the prospective 
purchaser. The next time it will be a different story, 
for his house is situated exactly the same as every other 
manufacturer of cutlery, namely crowded with busi- 
ness. There are a large number of cutlery manufactur- 
ers.in the market and therefore quite a field for the 
retail dealer to work his scheme in, but there will come 
a time when he will have gone the rounds. It is under- 
stood the manufacturers are about to drop the names of 
those retail dealers who are flopping about the market. 
If they should take such action the retail fellow who has 
stuck to one of the standard manufacturers is the one, 
who, in the long run, will win out. 


Some of the local retail dealers are doing a little bet- 
ter than they were last month in the matter of display- 
ing cutlery in their windows, but there is still much 
room for improvement along these lines. 


Both local jobber and retail houses report a very 
good demand for all kinds of cutlery. As indicated be- 
fore, the chief trouble is getting goods desired into 
stock. There is every reason to believe that it will be 
a year and possibly two or three, before the cutlery 
supply situation becomes normal. It cannot be so long 
as labor remains uneasy and inefficient, as it is to-day. 


Snips.—Trimmer, No. 12, 97c. each; No. 10, $1.58; No. 9, 
$1.72: No. 8, $1.95; No. 7, $2.45. Dental snips, No. 0, $9.80 
doz.; No. 1, $10.75. 


Scissors.—Heinisch and Wiss goods, standard embroidery 
(two sharp points), 3-in., $8.85 list per doz.; 3%4-in., $9.20 
4-in., $9.50. Standard ladies’ (one round and one sharp 
point), 4-in., $9.50 list per doz.; 5-in., $10.10; 6-in., $11.40. 
Pocket (two round points), 4-in., $8.85 list per doz.; 4%-in., 
$9.20; 5-in., $9.50. Buttonhole, 4%-in., $11.40 per doz. Mani- 
cure, 3%-in., $12.65 per doz. Nail, 3% in., $12.65 list per 
doz. 


Shears.—High-grade japanned, -in., $8.60 per doz.; 6%-in., 


$9.20; 7-in., $9.70; 7i4-in., $10.25; 8-in., $10.80: 81%4-in., 
$11.35; 9-in., $13.45: 10-in.. $16.70; 1ll-in., $18.85; 12-in., 
$20.45 13-in., $22.60. Popular-priced goods (warranted), 


all sizes, $4 per doz. Low-priced goods, all sizes, $2 per doz. 

Knives.—Butcher knives. standard make. 6-in., $4 per doz.; 
7-in., $4.80; 8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., $11; 
14-in., $14. 


Pocket Knives.—Standard make, $7.50 to $9 per doz. 


Hair Cutters.—Popular kinds, plain cases, 75c. and $1.50 
each. Fancy cases cost more. 


Safety Razors.—Gillette regular, sets. $5: traveling sets, 
$16 to $27, less, 25 per cent discount; Auto-strop, regular 
sets, $5; less. 25 per cent discount; Gem, $1 sets, $8.40 in 
dozen and $9 in less than dozen lots; Ever-Ready sets, 
$8.40 in dozen and $9 in less than dozen lots. 





86 


Cleveland Paint Market 


Office of HARDWARE AGE, 
Cleveland, July 12, 1919. 


EVERAL manufacturers of mixed paints have ad- 

vanced prices 25c. per gal., and it is expected that 
others will mark their prices up shortly. A few varnish 
manufacturers have advanced varnish prices for one- 
half gallons and under. The varnish advances appar- 
ently are not uniform. The price advances on paints 
and varnishes have been expected for some time. 

Jobbers quote mixed paints at $3.60 to $3.75 per gal. for 
colors and $3.85 to $4 for white. 

Linseed Oil.—The linseed oi] market is very firm and 
has again advanced. The supply is not plentiful, and 
jobbers report that they are unable to buy carloads for 
July-September delivery. Some oil is being offered at 
the same price for October delivery and also for de- 
livery from November to next April. Retailers’ stocks 
are low, as they are buying for only immediate require- 
ments. We quote from jobbers’ stocks: 

Strictly pure linseed oil in bbl. lots at $2.40 per gal. for 
raw and $2.42 for boiled. 

Turpentine.—Turpentine recently declined slightly, but 
since July 2 has advanced 12c. per gal. and is now very 
firm and in good demand. 

We quote from jobbers’ stocks: 
$1.16%4c. per gal. in bbl. lots. 

White Lead.—White lead is very firm and in good 
demand. No change has occurred in prices. , 

We quote strict!y pure white lead in 100 lb kegs at 13c. 
per lb. 

Shellac.—Shellac has become very scarce and high in 
price and a further advance is expected. Orders are 
being taken only for late delivery in September. 

Jobbers quote pure white shellac at $5.25 in gal. cans, and 
orange shellac at $5. 


Chicago Paint Market 


OFFICE OF HARDWARE AGE, 
Chicago, July 11, 1919. 


HE paint and varnish business continues good in 
7. this locality and the outlook for future business 
was never brighter. Manufacturers are working day 
and night and are still far behind with their orders. 


Strictly pure turpentine at 





Hardware Age 


Prices on paints are held very firm, and while the local 
manufacturers have not advanced their price, they 
claim that with the present price of oil there is very 
little margin in mixed paints at the present prices. 
An increase of 25 cents per gallon in the early fall is 
predicted. 

The flaxseed situation is becoming more serious and 
a general shortage in seed coupled with a strong 
growing demand for oil has increased the price of 
flaxseed until it has reached $5.41, a rise of 34 cents in 
one day, and all seed offered is picked up eagerly at 
the present high prices. Conditions as to the new crop 
of seed are not discouraging by any means. The gen- 
eral flax situation in Minnesota, South Dakota and east- 
ern North Dakota is very satisfactory. Plenty of mois- 
ture combined with warm weather has brought the 
plant along in great shape and many experts report 
that the crop never looked better in this district. It 
is reported, however, in North Dakota the crop is very 
spotty. Some places it is fair, while in others late flax 
has not germinated. In this district the crop is now 
depending upon the moisture. Montana will have a 
very light crop of flax. Argentine seed continues to 
arrive at an average rate of about 50,000 bushels a day, 
with a general assignment to waiting mills, but this is 
barely enough to keep them going. 

Brushes.—Owing to the increased demand for brushes, 
several of the large manufacturers have been forced 
to build additions to their plants in order to increase 
their capacity. Present prices on all kinds and styles 
of brushes are being held firm and the demand was 
never better. Jobbers’ stocks are below normal. 


Mixed Paints.—It is reported that several of the 
dealers have advanced their price on mixed paints, but 
in checking back these prices with several of the larger 
manufacturers they state that they have not advanced, 
but do not know just when they will be forced to do 
so on account of the high price of oil. Repeat orders 
are coming in regularly and dealers who felt that they 
were amply supplied earlier in the season now find 
that their-stocks are practically exhausted, and in ex- 
treme cases are having goods forwarded to them by 
express. Orders being booked for future delivery have 
increased very materially during the past ten days. 

Linseed Oil.—The oil output does not catch up with 
the demand and there is no prospect that this condi- 
tion will improve before October or November. The 














Paint material prices as quoted in New York July 14, 1919 


Animal, Fish and Vege- Cobalt, Oxide ...8 1) 1.60@1.65 


es WEEE occ cvescccecs 8 100 
table Oils Commercial"... 1.15@1.20 
w, Carload FGETS ov ccsecccs 1.20@1.25 
— ES $2.17@— Ex. Gilders........ 1.30@1.40 
City, five-bbl. lots . 
and over... eoreee 2.200@— Putty Commercial— 
Uut-of-town, ve-bbl. . ss 
lots and over....-- 2:17@-— Corea 0. '3.000— 


Boiled, 2¢ ® gal. advance on 





Raw POPS, COUR so 0555550: 4.50@— 
Lard. Prime Winter.. 1.90@1.95. In 1M. to 5 Bp. tins.$4.65@$6.00 
Extra No. 1.....-- 1.45@1.50 
a eer. : te ... 1.20@1.25 Spirits Turpentine— 
"Tk oe na »., .21.50@22.00 ® gal. 
a gg iaeasuaniaee 1.12@ 
Tallow, Acidless, car lots, Guam Shellac— 
55@— en 
“a 3 de nominal Diamond Foss cose views nominal 
ene ri Fac Fine Orange ............ nominal 
iy) ceeherws eo 1.10@- Medium Orange....... 1.10@1.15 
Light Pressed..... 1.20@1.35 ©, Garnet 6. ca 90@95 
Yellow Bleached... 1.32@1.37 Button ....... ..1.00@1.05 
White Bleached Kala Button -Rominal 
Winter ......-- 1.35@1.39 T. N. woes nominal 
Coconnut Ceylon do- We Re Diswscsennee +++. -nominal 


mestic, bbl., per Ih. 19@— 
Cochin Imported, spot... nominal Colors in Oil— 


) stic, bbl 23@— 
 ?—o— -nominal B b. 








Cod, Domestic, Prime... .no! 
Newfoundland, in bbl.1.10@1.20 need pom ge ea Hy $14 
orn Refined, bbl, 100 i oo— Black in *oll, ! 32@36 
Marpuise DOdY ....--+e+s- nominal oe a > 
Olive denatured..... 1.85@2.00 Blue > — sec eceees : @ 
Neatsfoot, Prime..... 1.60@1.73 alin Saaaso 
valm, Lagos, spot per Wk = French Ochre 8@2: 
Soya Bean, bbl., I...19% @20 } noc a ees sogts 
_— a er 35@39 
1 s— enetian Red........ 16@18 
ee Sienna, Burnt........ 30@ 32 
Harytes: Dember, BAW <so:+00:0.06 28@30 
White, Foreign, Umber, Burnt........ 28@3 
BP ton ..--eeeeeeees nominal Chrome Yellow....... 88@45 
Domestic, prime 
db te floated: 5 00@31.00 White and Red Lead, 
Off color, in bags &e.— 
TOM pcs cvescs 21.00@ 24.00 Cents # Ib 
Chalk, English ...@tom nominal Lead, American White 
French ...-+-.- @ ton nominal DEP ccccvcscscesneas 9@9% 
China Clay, Imported.@ In Oil White, less than 
DO. cc csensaneeces 19@238% 500 Ib., per 
Domestic :.....---- 8.50@20 See TA cesses $13.00@— 


500 Ib. up to Brown, Spanish, high 
2000 





Ib., per grades, per ton....24.00@— 
100 ID. 2.00% $11.70 @— Brown, Spanish, low 
2000 Ib. up to MRROR. (5 wa srarncccoaies 16.00@— 
10,000 lb. per Carmine, No. 40, bulk.5.00@5.10 
TOO ID, 0-0-5:6% 11.41 @— Green, Chrome, ordinary 
10,000 lb. up to 7T@15 
30,000 Ib., per Green, Chrome, Light.35 w4vu 
100 Ib. ..... $11.00 @— Eee 40 @50 
Carload, _mini- Metallic Paint, @ ton, 
mum, 15 tons, PE var eks nue 32.00@36.00 
per 100 lb...$10.88 @— Bi rnigncs wets 35.00@40.00 
Litharge, American, Ochre, Medium, ® ton, 
powdered, Steel 30.00@40.00 
Kegs, per 100 0 @ American Golden, # Ib., ase 
500 Ib. up to 2000 Foreign, Golden, # Ib., 
agiceeee 70 @— 5 @10 
2000 lb. up to WRONG wiekiesccsescess nominal] 
10,000 -+..$11.41 @Q— Orange, Mineral English, 
10,000 Ib. up to nominal 
30,000 Ib., per NE 8 os hececnece tse nominal 
1 soneeeees 1.00 @— American ........ 13% @14% 
Carload, minimum Red, Indian 
15 tons ....... $10.88 @— American, ® 100 ).14. @16 
Red, Tuscan......... 2 @30 
Zine, Dry— Red, Venetian #100 ).2 @ 4% 
Meee Pi. ce ccccess 19@20 
Red Seal (French proc.) Sienna, Italian, burnt 
9% @— and powdered... 6%4@15 
Green Sl. (French proc.) Burnt lump........ @ 6 
10% @— Italian, Raw, pow- 
White Sl. (French proc.) ON Peer reer 6% @12 
11% @— American, Raw 2%@ 
American Process. American Burnt and 
5 p. ec. lead sulphate, Powdered ....... 2% 4 
@8% Tale. French.... ....nominal 
10 p. c. lead sulphate...8@8% eriecan, per to .00@40.00 
20 p. ¢. lead sulphate. ..8@— RteMam cccccacccecess nominal 
35 p. c. lead sulphate.7% @— Terra Alba, 
French ...... @ 100 .nominal 
English ..... @ 100 I. nominal 


Dry Colers— American, @ 100 I, No. 1, 
8m 1.25@— 
Black, Carbon Gas...12 @25 American, #@ 100 Ib. ~ > 


Black, Bone powdered. 54 @12 


Black, Drop ....0..0. 5% @15 Umber, Turkey, Burnt 
Black, Lamp ........ 15 @45 and Powdered..... 5 @ 6% 
BIBER, WWOTY 00 ccccce 16 @30 Raw and powdered... .nominal 
Mineral Blacks, # ton, Burnt, American... 34%@ 4 

35.00@ 45.00 SF MGs vcccovuse nomina) 
Blue, Celestial ...... 12 @25 RAW .cccccccseces @ 3% 
Bine, Culvese........ 65@75 Yellow. Chrome, Pure.24 @— 
Blue, Prussian, Domestic, Oxide Red, Domestic, 

65@75 Of Ae aaa 2 @ 3% 

Blue, Prussian Foreign. ..nominal Vermillion, Quick Silver 
Blue, Soluble........ 68@78 Serres 1.60@— 
Blue, Ultramarine, bbl 12@40 co err nominal 


‘ 
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need of oil is increasing every day. Some crushers 
decline to sell except in less than carload lots. Others 
are reported to be taking care of their regular cus- 
tomers and refusing any new trade. Oil is steadily 
advancing in price, as the new prices issued this week 
will indicate. 

We quote from jobbers’ stocks, f.0.b. Chieago: Strictly 
pure linseed oil, in barrels, single barrel lots, raw, $2.57 per 
gal.: boiled,’ $2.39 per gal.; 5 bbis. and over, one delivery, 
raw, $2.24 per gal.; boiled, $2.26 per gal 

Turpentine.—It has been believed generally that the 
turpentine market was weak and dealers have been 
holding off placing their orders expecting lower prices. 
The market reacted and showed an advance of 4%c. per 
gallon, followed shortly by a decline of 13%c. per 
gallon. Buyers for the most part are holding off await- 
ing further declines and are supplying their immediate 
needs in a small way. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
pure turpentine, in barrels, $1.07 per gal 

Denatured Alcohol.—The market on denatured alcohol 
is the same as last reported, with the present price 
being held firm. There continues to be a feeling among 
the larger buyers that prices on denatured alcohol will 
advance. Very satisfactory sales are reported. 

We quote to retailers, f.o.b. Chicago: 180-deg. denatured 
alcohol, in barrels, 50c per gal.; 5 and 10 gal. kegs, 20c. per 
gal. higher; 1 gal. cans, 25c. per gal. higher, which price 
includes containers. Where sold in bulk in less than barrels 
the price is 10c. per gal. more, with extra charge for the 
cans. 

White Lead.—There continues to be a good demand 
for white lead. The present high cost of linseed oil has 
given the impression that prices on white lead would 
advance; however, manufacturers evidently desire to 
live up to their announcement to hold prices steady 
until Nov. 30. 

We quote to retailers, f.o.b. Chicago: 100-lb. kegs, per Ib., 
8c. in quantity: single kegs, $13; 50-lb. Kegs, per lb, 13%4c 
in quantity; single kegs, $6.75; 25-lb. kegs, per lb., 14%4c. in 
quantity; single kegs, $3.45; 1214-lb. kegs, per lb., 13%c. in 
quantity; single kegs, $1.80 (500-lb. lots or more, 4c. per 
Ib. less). 

Shellac.—There has been no change in the situation 
as to shellac since last reported. There is very little 
shellac in this country available, and dealers are not 
accepting orders for shipment before October or No- 
vember. 

We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, $4.75 per gal.; pure orange 
shellac, $4.65 per gal. 


Boston Paint Market 
Office of HARDWARE AGE, 
Boston, July 12, 1919. 

| ggg od by the time the reader looks this letter 

over, he will find, upon inquiry, that there has been 
a general advance in the price of mixed paints. One 
of the leading manufacturers has advanced its price 
25c. per gal., but the fact is not generally known among 
the wholesale trade. When it is, however, a general 
marking up of values is bound to come, owing to the 
buoyancy of the linseed oil market. Why an advance 
has not been made before is something hard to com- 
The only explanation is that nobody ap- 
peared willing to take the initiative. “Now that we 
have broken the ice,” says the local representative of 
the firm making the advance, “the trade will fall all 
over itself to get into line, for most of us have been 
sailing almightly close to the wind, so far as profits 
go, since the linseed oil market started in to break all 
previous altitude records.” . 

The demand for mixed paints holds up remarkably 
well. Here and there one finds a house which reports 
some falling off in business, but even in such instances 
sales are reported as above normal. Building is on the 
increase, yet none of the large paint contractors have 
become a market factor. The demand for mixed paints 
is still confined largely to consumers, who are touching 
up houses built prior to the war, and to those desiring 
colors for various kinds of small jobs. There is every 
reason to believe this demand will hold throughout the 
summer. In the meantime construction work shou'd 
increase to sufficient proportions to allow for no let-up 
in the activities of the big paint fellows. Grant ne 
trade conditions should turn out that way, the retail 
hardware trade is bound more or less to feel some bene- 
fit. Shipments of mixed paints from factories are more 
or less irregular and for that reason retail hardware 
houses in some instances are not getting material as 
quickly as anticipated. 

Brushes.—Absolutely nothing new has developed in 
the brush market so far as the manufacturers are con- 
cerned. It is understood, however, that some of them 
are wishing they had not said that prices would re- 
main unchanged next season. In a retail way, brushes 
are moving all the time, but not, of course, in the 










Strictly 
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volume they were a month or so ago. Stocks in retail 
hands are broken, but a majority of dealers appear in- 
clined to do as little reordering as possible, preferring 
to get along the best they can on what they have in 
stock. 

Dry Colors.—If anything, there has been a slightly 
better volume of sales in dry colors since last reports. 
rhe improvement, however, is spotty. Local stocks in 
wholesale and distributing hands are down to small 
“vtoportions. One hears almost no talk concerning 
foreign made goods. 

3arrel Lots—Plaster of paris, $4 to $4.25 per bbl.; whit- 
ing, commercial (bolted), 2c. per |b.; whiting, gilders’, 2c. 
per Ib.; dry zine (American), 20c. Ib.; lamp black, bulk, 
l5ec. lb.; lamp black, in 1-lb. packages, 19¢c.; raw and burnt 
umber, 9c. to 12c. lb.; raw and burnt sienna, 15c. to 17c.; 
Prince's metallic brown, 34c.; yellow ochre, 314c¢.; 'Vene- 
tian red, 2%4c. Ib. % 

Pound Lots— Paris green, in 1-lb. packages, 50c. Ib.; in 
44-lb. packages, 5le. ib.; in %4-lb. packages, 52c. Ib.; ultra- 
marine blue, 24c. Ib. 

Glue.—The market for glue continues dull and unin- 
teresting. Stocks in distributers’ hands are much 
larger than desired, and naturally it will be months 
before fresh orders are placed with the manufacturers. 
Prices as quoted below hold steady: 

Glue, ground, 1l4c. per Ib.; plate, 35c. ; clear - 
net tte" I I > per lb.; clear bon 


Lead.—Lead continues one of the slowest depart- 
ments of the local paint market, because the average 
consumer feels it is cheaper for him to use mixed 
paints. Stocks in local wholesale and retail hands are 
moderately large, and there will be a sizable tonnage 
carried over into the new season by the New England 
hardware trade in general. There is nothing in view 
however, that even suggests lower prices in September. 

White, in oil and dry, 12%4-lb. kegs, 13%c. Ib.; 25 and 


50-Ib. kegs, 13%4,c.; 100-lb. kegs and larger, 13c.; for 500-Ib. 


lots and over deduct 5 to 10 per cent Dry red lead and 


litharge, 1214-lb. kegs, 13M%4c. lb.; 25 and 50-lb. kegs, 13\4c.; 
100-lb. kegs and larger, 13c.; red lead, in oil, 1214-lb. kegs, 
l4e. ; 25 and 50-lb. kegs, 13%c. Ib.; 100-lb. kegs and larger, 
13 1c. lb. Orange mineral, 12%4-lb. kegs, 13%c. Ib.: 25 and 


50-Ib. kegs, 13%c.; 100-Ib. kegs and larger,’ 13\¢c. 
Oils, Ete. 


Sherman was right about war, and the 
flaxseed crushers also were right when they predicted 
higher prices for oil three weeks ago, as stated in this 
letter. As compared with a week ago, local oil prices 
are exactly 25c. per gal. higher, the market in one day 
alone advancing’ 14c. Since June 1, the market has 
advanced approximately 55c. per gal., and since May 1, 
something like 60c. Unfortunately present conditions 
indicate the market will go still higher within the im- 
mediate future, for they are paying $5.75 a bushel for 
flaxseed in the domestic market. 

Another abrupt decline in the turpentine market has 
been witnessed during the past week, prices being 12c. 
per gal. cheaper and 24c. lower than they were a fort- 
night ago. It is very evident that the’ wholesalers over- 
did the advance. Even at the reduced prices today, the 
demand for turpentine is not what it should be, for 
people have become disgusted with the wholesalers and 
their tactics. The feeling here is that the demand a 
month or so ago warranted possibly higher prices, but 
not anything like those asked. 

Castor oil, $2.30 per gal.: eylinder oil, 50c. gal.; gasoline, 
50 gal. or more, 25'%4e. gal.; kerosene, 50 gal. or more, 15c. 
gal.: lard oil, $1.80 gal.; aleohol, denatured 49c. gal.; wood, 
$1.40 gal.:; linseed, raw, in barrel lots, $2.25 gal.: in 10-gal. 

in 5-gal. lots, $2.32: in i-gal. lots, $2.35: boiled, 
lots, $2.22 to $2.26 gal.; neatsfoot, $1.85 gal.; 
sperm, $2.30 gal.: paraffin. 35¢c. gal.; floor oils, 50¢e. gal. ; 
turpentine, $1.12 gal. in barrel lots: in 10-gal. lots, $1.17; in 
5-gal. lots, $1.19; in 1-gal. lots, $1.22. 








Shellac.—Shellac gums are searcer than ever, and the 
general asking price for them is $1.25 per pound. The 
demand even at such a price is a great deal heavier 
than one would suppose, and houses fortunate enough 
to have a little stock on hand have considerable diffi- 
culty in convincing consumers they should not pay any 
such prices as are asked. 

Sundries.—The two or three concerns making floor 
waxes, who were below the average market price, have 
advanced their lists. As a result, 45c. per pound is the 
general asking price in the wholesale paint district to- 
day. Paraffin waxes continue in liberal supply and 
some of the manufacturers appear particularly anxious 
to dispose of holdings, yet we hear of no further cut- 
ting of prices. The market for putty and, in fact, for 
sundries in general, is very strong. 

Putty (Chest). in 125-lb. drums, Te. Ib 
(in drums). 5tic.: floor waxes, 45c. per Ih 
»5-Ib. eases, 118-20 melting, 9%4c. Ib.: 123 
Paint remover, $ 


commercial putty 
»: paraffin wax in 
-25 melting, 9c. : 
50 list. 


128-130 melting, 19\4ec 
Varnishes.—Varnishes continue to sell in a satisfac- 

tory way and prices on everything are very strong. 

Otherwise market conditions are unchanged. 


ro 
vt 





Publicity for 





the Retailer 





Ads Which Take Advantage of the Building Boom— 
Sporting Goods Well Presented—Good Cutlery Talk 


By Burt J. PARIS 


Going After the Home Builder 
No. 1 (2 cols. « 6 in.). 

HIS ad, sent us by the Poe Hardware and Sup- 
ply Company, Greenville, S. C., is one of the 
vanguard of hardware ads which seek to cap- 

italize on the budding building boom. 

Housing has reached such an acute stage and 
rents have soared to such impossible figures, that 
the inevitable building boom has been forced nearer 
and nearer and advertising done now will accom- 
plish its work just as people are taking the situation 
in their own hands by looking around for homes to 
buy and for locations on which to build, 


1—Cashing in on the building boom 


For Your New Home 
We Can Furnish You 

Wall Board. 

Galvanized Shingles. 

Composition Shingles. 

Finishing Hardware. 

Nails of all Kinds. 


Phone 14 POR Phone 15 
HARDWARE & SUPPLY CO. 


212 South Main Street. 


‘‘A Store Which Will Endeavor to Serve You.’’ 








WE'VE GOT OUR (SPORTING GOODS 
ALL LINED UP FOR SUMMER 


We couldn't tel just whi eh 
ou were going fo 
te we ‘on ee this year, so yeu at 
nd rting Goods Dis: 
playa “complete and ready to 
ve your every want in the 
pd ie of Sports and Games. 
Look Over Our Sporting Depart 
ment Now. May is the month to 
get started into practice. 





LADDERS OF ALL SORTS 
AND SIZES 
Womer 





SEE OUR SHOW wiNDOW 
FOR FISHING TACKLE 


THE KIND OF SAWS THAT 
MECHANICS ei daaeeion 
Made pered 





A CHILD'S HEALTH DE 
PENOS ON EXERCISE 


one 
aRe 





WINDOW AWNINGS 


Wood eair® Hdwe. Co. 


ELECTRIC LIGHT BULBS 











—Showing the value of small cuts 


Builders’ hardware and general supplies should 
now come in for some strong publicity. This par- 
ticular ad is well illustrated and carries a brief but 
forceful message to the intending home owner. 

The Poe Hardware and Supply Company desire us 
to make mention of the fact that they would like to 
receive electros or mats for their advertising from 
manufacturers in various lines. 


Attractively Illustrated Ad 

No. 2 (3 cols. 
HE value of small, neatly designed cuts is well 
illustrated by this ad of the Wood Davis Com- 
pany, of Santa Fe, New Mexico. . Such cuts adapt 
themselves to all manner of articles and as a means 
of keeping your publicity fresh and inviting, they 
are to be highly recommended. A regular service 
company will furnish you such illustrative material 


x 7% in.). 

















UMI 


July 17, 1919 








Big 
Trout 








day and getting your share of the big ones. We-can fur- 
nish you whatever in fishing tackle you need to complete 
your outfit:--Bamboo or steel poles, baskets, lines of all 
kinds, hooks, reels, -sinkers, leaders, bait boxes, im fact, 
whatever you want to complete your fishing outfit. 


FOSTER-FARRAR COMPANY 
162 Main Street Telephnne 11 
Opp. Draper Hotel Open Sat. Evening 














38—Putting the sporting delight first 
at reasonable rates—far cheaper than you could 
attempt to have the work done yourself. 

Our criticism of this ad is that it lacks an all- 
inclusive heading such as: “Hardware Items for 
the Entire Household,” or some similar line. 

The copy is very well handled and the selection 
of items is good. Note the cuts featuring window 
awnings and light bulbs. Just the cut and caption 
are enough to remind people to buy. 


Good Fishing ‘‘Tackle”’ 
No. 3 (2 cols. « 4 in.). 
HE headline and illustration used in this ad sent 
us by W. W. Darby, adman for the Foster- 
Farrar Company, Northampton, Mass., will attract 
the eye of the lover of fishing and the copy is written 
to create a desire to go fishing, and once that desire 
is created, it follows naturally that fishing tackle 
must be purchased. 

We think Mr. Darby is wise in picturing to the 
reader the delight of hunting the finny tribe rather 
than devoting himself to technical descriptions of 
fishing tackle. 


Here’s a Timely Argument 

No. 4 (2 cols. x 4 in.). 
N this ad sent us by the Norfolk Hardware Com- 
pany, Norfolk, Va., there is an argument that 


















B=) Thinking about selling 
your house? 


To get the greatest cash value for 
your property youshould make sure 
that it looks in first-class condition. 


HIGH Marion 


LIQUID - PAINT 


will make a world of difference in 
the looks of your house. It will 
make your property worth mare— 
a clean, new-looking house selle quicker 
and commands a higher price than an old 
dingy place. ‘The cost of the paint has 
been known to come back ten to one. 

If thinking of selling, think first of painting. 
Ask us for an estimate oa your requirements, 


Norfolk Hardware Co., Inc. 


115-117 Washington Street 
Harry B. Price, Sec’y-Treas. 
Opposite “Pender’s” 














4—A first-class paint selling argument 
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makes a great impression on folks getting ready 
to sell their property on the present wave of real 
estate prosperity. 

The argument is plain, simply worded and is ap- 
pealing to the pocketbook of the property owner, 
therefore we highly recommend the use of such an 
ad when it comes to presenting paint. This hap- 
pens to be a ready-made ad, by the way, and serves 
to illustrate how forceful are these prepared ads of 
the manufacturer. If you are not making use of 
ready-made ads, by all means write your manufac- 
turers and see what they have to offer. 


Reaches Every Housewife 
No. 5 (2 cols. x 4 in.). 
HERE is probably no housewife in the land who 
does not appreciate a neatly designed paring 
knife. When such a knife as this is finally secured, 
it is appreciated as much as any other single article 
of kitchen equipment and perhaps more. 

It is a good thing, we believe, to tell the house- 
wife that you have this sort of a knife, and here 
is one of the best ways of telling that story that we 
can recommend. 


5—A small but important article of hardware 





Did You Ever Wish for 
A GOOD PARING KNIFE 


one that had a sharp point, with a good sized 
blade and a handle that just. fits your hand 
and does not come loose? We have just sueh 
a knife. There are three styles of blades for 


you to choose from at ............ 30e each 
Other Paring Knives at....... 15e aad 20¢ 
Double Edge Grapefruit Knives ...... 500 





FOSTER-FARRAR CO. 


Telephone 18 TPO Via 6 Shee ee 
Open Saturday Evening Opposite Preper te 4 











This ad is the work of Mr. Darby of the Foster- 
Farrar Company, Northampton, Mass., and a very 
clever piece of publicity we call it. 


‘‘Dep’s Pep” 

No. 6 (11 in. & 17% in.) 
DEPS PEP, published by the J. G. DePrez Com- 

pany, at Shelbyville, Ind., and edited by D. W. 
DePrez, is one of the brightest, breeziest and most 
efficient store papers that we receive. It is edited 
with extreme thought and care, and shows it. Not a 
few store papers of to-day owe their inspiration to 
the pages of Dep’s Pep, reproduced in these col- 
umns and many successful store papers are using 
some of its features. 

This is the editorial page of the June, 1919, issue, 
and, as usual, it is a most inviting and interesting 
page. The column “Weighed On Our Scales” shows 
how adept the editor of the paper has grown in 
combining store items with humor and anecdote. 

Notice that the editorials concern matters of 
local interest with perhaps an exception or two. 
Note how well the display ad on screens looks, sand- 
wiched in between reading matter. And also note 
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DEP "Ss PEP, THE MOST WIDELY CTROULATED NEWSPAPER IN RELELAY COUNTS 


“DeP.§ PEP 


A Monthly Rooster Newspaper 


_ JUNE, 1910 
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Weighed on Our Scales 
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6—That peppy “Dep’s Pep” 
that the other display ad on the page is separated 


by reading matter, causing it to stand out to better 
advantage. 


Coming Conventions 


TENNESSEE RETAIL HARDWARE AND IMPLEMENT ASSO- 


CIATION CONVENTION, Chattanooga, Aug. 5, 6, 7, 1919. 
Walter Harlan, secretary, 1426 Candler Building, 


Atlanta, Ga. 


NATIONAL HARDWARE ASSOCIATION AND AMERICAN 
HARDWARE MANUFACTURERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., Oct. 15, 16, 17, 1919. Headquar- 
ters, Marlborough-Blenheim. T. James Fernley, secre- 
tary, National Hardware Association, 505 Arch Street, 
Philadelphia, Pa. F. D. Mitchell, secretary, American 
Hardware Manufacturers’ Association, Woolworth 
Building, New York City. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Oklahoma City, Dec. 9, 
10, 11, 1919. W. B. Porch, secretary-treasurer, Okla- 
homa City. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 4, , 1920. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Feb. 17, 18, 19, 20, 
1920. H. O. Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 


NEw ENGLAND HARDWARE DEALERS’ ASSOCIATION 














Hardware Age 


Pointers for Store Paper Editors 

No. 5(7% in. w 11 

HIS is a page from the current issue of Hack- 

ley’s Store News, published by E. Hackley, Earl 
Park, Ind. 

Several things on this page merit your attention, 
Mr. Store Paper Editor. Notice (1) the “want ad” 
and “for sale” column, (2) the local Roll of Honor, 
(3) the local news items with regular newspaper 
heads, (4) the personal and store notes, (5) and 
the effective display ad, made effective by being 
surrounded by reading matter. 


in.). 


4 Hacaley's Store News 
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5—Many ideas on this store paper page 


CONVENTION AND EXHIBITION, Mechanics’ Building, 
Boston, Mass., Feb. 23, 24, 25, 1920. George A. Fiel, 
secretary, 10 High Street, Boston, Mass. 


OHIO HARDWARE ASSOCIATION CONVENTION, - Hotel 
Gibson, Cincinnati, Feb. 24, 25, 26, 27, 1920. James B. 
Carson, secretary, Dayton. 


Brief Notes of the Trade 


The Capital Shade Roller Co. of New York, kas been 
incorporated with a capital stock of $100,000 by J. M. 
Sheen, J. J. Collins and W. V. Saxe, 56 West Eightieth 
Street, to manufacture shade rollers and other sepcial- 
ties. 

The corporate style of Grimberg Brothers, manufac- 
turers of stoves and ranges, etc., 154 South Street, 
New York, has been changed to Grinnell Brothers, Inc. 
Additional capital has been subscribed, and the new 
organization is incorporated for $150,000, with no lia- 
bilities. 

The Steel Combination Lock Co., Waukegan, IIL., 
increased its capital stock from $40,000 to $100,000. 

The Steel Cushion Wheel Co., Chicago, Ill., has been 
incorporated with a capital stock of $5,000. The or- 
ganizers include Norton N. Files, 147 Berwyn Avenue, 
Chicago, and Willard L. Pollard, Evanston. 


has 


The Perfection Tire & Rubber Co., Ford Madison, 
Iowa, is constructing an addition, 100 x 220 ft., three 
It will be completed about Aug. 1. 


stories. 
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McKINNEY HARDWARE 


Jor garage doors 














Just the thing for the man 
of moderate means 


An easy-to-sell set of wrought steel hardware for 
the garage owner with but a modest cash outlay. 


Set No. 1922 contains complete hardware, includ- 
ing screws, for double swing doors—hinges, bolts, 
handle, latch, all constructed of carefully tested 
steel and finished attractively with a good thick coat 
of black japan. 


You make no mistake in recommending this set 
to your customers—it’s as dependable as the day is 
long. A good way to do is to start with a few sets 
at first—you'll want more afterwards. 


May we send vou a copy of folder M-1? 


Mc KINNEY MANUFACTURING GOMPANY 


WROUGHT STEEL (p18 / BULLDERS' HARDWARE 


PITTSBURGH, PA. 

















Wagon Hardware Set 


Allith-Prouty Company, Danville, 
Il]., is featuring a hayrack and wagon 
bed malleable iron hardware set No. 
0200, packed in a box with hardware 
parts, bolts and washers, as _illus- 
trated. 

The set consists of the following: 
10 pairs No. 201 Allith “Fit-Al” hay- 
rack clamps, 20—% in. x 5 in. ma- 
chine bolts with washers, 20—%% in. x 
2% in. carriage bolts, 8—No. 202 
Allith “Unique” sideboard brackets, 
with nuts and washers, 24—% in. x 
1% in. carriage bolts, 2—No. 203 





Allith-Prouty wagon hardware set 
No. 0200 


“Standard” end gate fastener sets, 
4—% jn. x 1% in. carriage bolts, 2— 
No. 208 “Everwear” rub irons, 6—- 
5g in. x 2% in. carriage bolts. 

The dealer or wagon maker will 
find this practical set the final ar- 
rangement for convenience and the 
fulfillment of the ordinary need. A 
study of the illustration and list of 
material included will only further 
indicate the forethought and _ thor- 
oughness which has attended every 
detail in the preparation of this highly 
developed class of hardware. 

This set includes, as will be noted, 
sufficient hardware parts with bolts for 
the construction of a convertible hay 
bed and grain bed, everything being 
included with exception of bolster 
irons and the stake pockets, which 
may be had as desired. This set is 
also sufficient, in respect to the hard- 
ware required, for making the stock 
pack to slip over the grain bed, pro- 
viding nails are used for its assembly 
instead of bolts, which are specified 
in bills of material. This is a matter 





of choice to the builder. The con- 
cern has also included end gate fast- 
ener sets for the rear end of bed only, 
and if desired for the front, additional 
sets may be had. The shipping weight 
of the set is 40 lbs. 


‘*Brown’s System”’ 


“Brown’s System,” introduced by 
Charles H. Brown Paint Company, 
3rooklyn, N. Y., is a liquid water- 
proof, wood filler, surfacer and primer 
all in one. While primarily a liquid 
wood filler, it also possesses water- 
proofing qualities to such a marked 
degree that it becomes valuable for 
purposes beyond that of simply filling 
the pores of wood. 

As a primer it may be applied alone 


or in conjunction with the paint to be | 


used for following coats. When com- 


bined with the paint as a priming or ~ 





first coat, the proportion varies as to 
the job in hand. The combination of 
“Brown’s System” and paint as a 
priming coat, it is stated, works 
equally satisfactorily for application 
to either wood or plaster surfaces. 
Ordinarily, the two materials would 
be combined one part each, that is 
gallon for gallon. 

“Brown’s System” is said to be a 
perfect water-proofing material when 
applied to canvas or cloth. The con- 
cern advises that there is nothing in 
the construction of the product that 
causes rotting or rusting and leaves 


, 





the fabric just as pliable as before 
treated. It is a preserver and adds 
life to canvas. 

It is also considered a good first 
coater for corrugated iron, as it neu- 
tralizes the fatty acids. 


‘*Perfection’’ Scale 


The “Perfection” springless com- 
bination household and baby scale, 
put out by The Jacobs Bros. Co., Inc., 
73 Warren Street, New York City, is 
designed to weigh everything in the 








“Perfection” springless scale 


home from %4 oz. of spice to 52 lb. of 
food, or a little infant from the time 
of its birth until five years of age, 
registering the smallest fraction of a 
gain or loss, such as 4 oz. 

It is furnished with platform, 
scoop and basket. By turning a wing 
nut, the basket is released, leaving 
the platform free to be used either 
with or without the scoop. 

While this scale weighs everything, 
it is stated that its accuracy, fineness 
and the durability is the biggest fea- 
ture, for the reason that the scale 
has no springs whatsoever. It has a 
multiple lever scale and its construc- 
tion is very simple. 

The “Perfection” is made in dif- 
ferent capacities, its maximum being 
52 lb. and shows every % oz. It is 
also made in different finishes, such 
as white enamel or black. 


Reading matter continues on page 94 
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R-W No. 013 

















chardsWilc 


Goods Well Bought 
Are Half Sold 


When you buy Grindstones you should consider 
three points: 


GRIT 
VARIETY 
DURABILITY 


|. The stone should be cut from selected 
high grade grit. 

2. The line you buy ought to cover a 
variety of styles sufficient to include the 
various tastes of the individual farmers, 
gardeners and artisans to whom you intend 
to sell your grindstones. You know tastes 
differ—even in grindstones. 

3. The maker of your grindstone line 
should have long and favorable experience 
in the manufacture of grindstones so that 





you can depend on him to support you with 


k-W No. 025 


dependable goods and service. 







R-W Grindstones wont come back; customers who buy 


them will 





ll rite now for eopy of “Mounted Grindstones.” Sent 
without obligation. 


R-W Loose GRINDSTONES R-W No. 04 


anufacturin? (0. 


SAN yoy I PHILADELPHIA 
LOS ANGELES MINNEAPOLIS 
— .. Aurora Iuumors,USA. DOA OA 
CHICAGO Richards -Wilcox Canadian Co,,Ltd.,London.Ont. ST.LOUIS 





























‘*B-N Long Life’ Bearings 


The Burgess-Norton Mfg. Co., of 
Geneva, IIl., is manufacturing a new 
bearing for Ford and Chevrolet front 
wheels, which combines quality with 
low cost. The bearing is known as 
the “B-N Long Life” and is guaran- 
teed to last indefinitely. It is a ball 
bearing, but constructed in such a 
way that the cones cannot separate 





The “B-N Long Life” bearings 
from the ball races, thereby allowing 
the balls to be pounded and jammed. 
From the cut it can readily be seen 
that it becomes a unit bearing. It 
is possible to run with a loose adjust- 
ment of the front wheel, without any 
damage being done. 

This company has introduced a new 
innovation in that every article that 
it manufactures will be stamped 
“B-N.” This protects the dealer and 
jobber. 


Masters Boatmeter 


The Masters Mfg. Company, Ja- 
maica Plain, Boston, Mass., is mak- 
ing a boatmeter which indicates the 
speed of the boat through the water. 
It enables the operator to estimate 
very closely how long it will require 
to run a given distance, and safe- 


guards against excessive speed in 
dangerous passages. 

The beatmeter operates on the 
pressure caused by the motion of the 
boat through the water. The meter 
itself is an adaptation of the pres- 
sure gage principle graduated in 
miles per hour. From the meter, 
which may be placed anywhere on 
board, a %-in. copper tube leads 
down into the hold and through the 
hull to the outboard connection, which 
opens forward into the water. The 
pressure at this opening varies with 
and corresponds to the speed of the 
boat. This pressure is communicated 
to the meter through the tubing. Any 
change of speed is indicated instantly. 





Masters boatmeter 


The device is regularly finished in 
nickel plate or polished brass. It is 
made in three standard models, cover- 
ing the usual ranges of speed. 


India Tires for Fords 


The India Tire & Rubber Com- 
pany, of Akron, Ohio, is now building 
tires for Fords and other light cars. 
While the same quality materials are 
used in these smaller sized tires as 
are used in the larger sizes built by 
the India, the Ford sized tires are 
somewhat different in construction. 

Ordinarily there are but four plies 
of fabric in tires for light cars. In 
the India there are five plies of fab- 





ric in addition to a reinforcement 
strip. This strip, which is shown in 
the illustration, is guaranteed by the 
India Tire & Rubber Company to pre- 
vent rim cuts if the owner will use 
ordinary care. 


wrt 





The India tire, showing the reinforcement 
strip 


The appearance of the new India 
tire is the same as other India tires, 
there being the same ivory white 
tread, bright red side stripe and gray- 
toned walls. 


‘* Boko”’ Bucket 


The “Boko” junior bucket for gaso- 
line and water has just recently been 
redesigned. It now has a capacity of 
7 qts. instead of 5 as in the past. 


All seams are turned, double sewn} 


and tightly cemented. 
The bucket has a specially designed 





The “Boko” junior bucket 


top forming a pitcher spout, allowing 
the stream of gasoline or water to 
be controlled as desired, from a full 
heavy stream, down to a very fine 
one, so that it is possible to pou: 
from this bucket almost drop by drop. 


Reading matter continues on page 96 
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Vy tHouT extra overhead expense, 
without added sales force and with 
but a small investment, hardware dealers, 
everywhere, pile up more profits by merely 
displaying DIAMOND TIRES. 


You too will realize rich profits on “DIA- ‘| 
MONDS.” Your turn-over will be so 
rapid and your jobber will be able to 
supply you so quickly that you will never 
have your money tied up. 


Your prospective customers, as well as 
your own trade, know the 5,000, 6,000 and 
8,000 mile performances of DIAMOND 
TIRES—that is why “DIAMONDS” are 
powerful magnets for new business. In- 
versely, “When they come to buy a 
‘DIAMOND they stay to buy a wrench.” 


Over 2,000,000 “DIAMONDS” 


inuse. Write us or your jobber. 


THE DIAMOND RUBBER CO. 
AKRON, OHIO 
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Notes of the Retail Hardware Trades 


FRANKLIN, OHI0O.—S. C. Alexander has opened a 
hardware store here. In addition to a regular line of 
hardware, automobile accessories will be carried. 


ZARK, ARK.—The R. H. Strong Hardware Com- 
pany is closing out its stock. 

NorFOLK, CONN.—Joseph R. Carroll, who has been 
connected with the Brown Company for many years, 
has purchased the business. 

ALBANY, GA.—The Sapp Hardware Company has 
taken over the Watt interest in the Watt-Sapp Hard- 
ware Company, and purchased two stores, 142 and 144 
Broad Street, which will be remodeled and made into 
one large store. A new brick building, two stories, 
will be erected and used as a warehouse. The firm is 
composed of J. E. and C. C. Sapp, and the capital stock 
of the company is $25,000. 

Lz Roy, ILu.—M. Frawley has moved his stock to a 
new location, and requests catalogs on electrical goods. 

NeEwaRK, ILLt.—Pluess & Miller have been succeeded 
in business by Brown’s Hardware. 

PARKERSBURG, IowA.—Hugh Mosher has purchased 
the furniture stock of G. A. Foote, and sold a half 
interest in his business to William Tiedemann. Mosher 
& Tiedemann will be the new firm name. 

GREAT BEND, KAN.—The G. V. Funk Hardware Com- 
pany are purchasers of the hardware stock of the 
Moses Mercantile Company. 

CovINGTON, Ky.—The Martin Hardware Company, 
Inc., has been incorporated to deal in automobile ac- 
cessories, baseball goods, bathroom fixtures, buggy 
whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glass, 
cutlery, dairy supplies, dog collars, electrical household 
specialties, fishing tackle, hammocks, harness, home 
barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, shelf hard- 
ware, silverware, sporting goods, toys, games and wash- 
ing machines. The capital stock is $7,500, and the in- 
corporators are Albert G. Felton, Thomas A. Hollan and 


Thomas J. Martin. 

MoosE LAKE, MINN.—The Hart Bros. Lumber Com- 
pany have commenced business here, carrying a stock 
of the following: Automobile accessories, baseball 
goods, buggy whips, builders’ hardware, building paper, 
churns, cutlery, fishing tackle, furnaces, furniture de- 
partment, harness, heating stoves, heavy hardware, 
iron beds, lime and cement, paints, oils, varnishes and 
glass, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods and washing machines. 

Waseca, MINN —Hultgren and Anderson are pur- 
chasers of the Miller & Johnson hardware stock. 

Bowpo1in, Mont.—The hardware stock and building 
of Wambem Bros. have been destroyed by fire. 

Orp, NesB.—W. M. Gray has sold his interest in the 
Brown & Gray Hardware to his partner S. J. W. 
Brown. 

Lovinc, N. M.—The_ Roberts-Dearborne Hardware 
Company has succeeded to the business of the late E. 
C. Hill. Catalogs requested on a general line of hard- 
ware. 

OcpENSBURG, N. Y.—Bowman & Glover have dis- 
solved partnership, Mr. Glover having retired from 
the business. The Robert Bowman Hardware Com- 
pany will be the new name of the concern. 

McVitte, N. D.—J. A. Hendrickson is now sole 
owner of the J. A. Hendrickson Company implement 
stock. 

ATHENS, OHI0O.—The Wheaton-Crooks Hardware 
Company has been incorporated with a capital stock 
of $36,000, by Fred S. Wheaton, Merle R. Crooks, F. 
S. Crooks, Anna Carpenter and Nellie E. Wheaton. 
A stock of the following will be carried: Automobile 
accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, ouggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glass, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fish- 
ing tackle, furnaces, galvanized and tin sheets, heating 
stoves, heavy farm implements, heavy hardware, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, sporting goods and wash- 
ing machines. 
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_ HAMILTON, Ou10.—The Wm. J. Fischer Hardware 
Company has moved his implement stock to 321-323 
Market Building, which he has recently purchased and 
remodeled. The concern does both a wholesale and 
retail business. 


: PATASKALA, Ou1I0.—The Fravel Hardware & Supply 
Company, established in business since 1879, has in- 
creased its capital stock from $50,000 to $190,000. 


MARYSVILLE, OHI0.—Mader Bros. have been suc- 
ceeded by the Emmert-Conrad Company. 


DUNANT, OKLA—E. G. McKinney, purchaser of the 
stock of S. P. Davis, requests catalogs on automobile 
accessories, baseball goods, bicycles, builders’ hardware, 
children’s vehicles, churns, crockery and glass, elec- 
trical household specialties, fishing tackl<, galvanized 
and tin sheets, gasoline engines, heating stoves, heavy 
hardware, mechanics’ tools, pumps, sev ing machines, 
shelf hardware, silverware, sporting soods, wagons, 
buggies and washing machines. 


_ May, Oxkia.—H. W. Smith has recently suffered a 
fire loss. 


MUSKOGEE, OKLA.—J. W. Brown has moved his stock 
from Quapaw. 

SHAMROCK, OKLA.—G. C. Townsend has purchased a 
building which will be used as a warehouse. Cata- 
logs requested on hardware and furniture. 

WAGONER, OKLA.—H. L. Heilman & Son have bought 
the stock of C. R. Butler and combined it with their 
own. They request catalogs on the following: Buggy 
whips, builders’ hardware, churns, crockery and glass, 
cutlery, fishing tackle, furniture department, heating 
stoves, heavy farm implements, iron beds, kitchen cabi- 
nets, kitchen housefurnishings, ranges and cook stoves, 
refrigerators and shelf hardware. 





Dawson, Pa.—John E. Smith, who has started in 
business here, requests catalogs on a general line of 
hardware. 


ELwoop City, Pa.—The Slocum Hardware Company 
has purchased the Blatt Building. 


JEANNETTE, PA.—Ringer & Foster have disposed of 
their stock to J. R. Duncan. 


NICHOLSON, Pa.—C. H. MacConnell has discontinued 
business. 


OAKMONT, Pa.—The Cash Hardware has commenced 
business here, and will carry a complete line of hard- 
ware. 


PITTSBURGH, PA —Graff Brothers, Inc., have remod- 
eled the interior of their store room at 5912 Penn 
Avenue. 


WARREN, Pa.—Mott, Kabelin & Co., 213 Pennsyl- 
vania Avenue East, have been succeeded by the Kabe- 
lin-Hoagvall Hardware Company. 


Wayne, Pa.--The firm of Welsh & Park has been 
dissolved. George R. Park & Son now conduct the 
business and request catalogs. 


GREENVILLE, S. C.—George W., R. M., and W. J. 
Brown, O. E. Wilkins and James T. Brown have bought 
the business of the Greenville Hardware Company 
and incorporated it with a capital stock of $15,000. 
George W. Brown will be manager. 


MopripGE, S. D.—The Mobridge Hardware Company 
requests catalogs on automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, churns, cream sep- 
arators, crockery and glass, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, 
furnaces, galvanized and tin sheets, gasoline engines, 
tents, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, pumps, 
ranges and cook stoves, shelf hardware, sporting goods, 
tin shop and washing machines. 


SOMERVILLE, TENN —The Leach Hardware Company 
warehouse was destroyed by fire. 








